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NALU MIDYEAR MEETING 





Minimum Deposit 


‘Lessening Confidence In Company Draft Rules Stir 
Leadership Deplored By Schriver 


By ROBERT B. MITCHELL 


While the main emphasis at the 
National Assn. of Life Underwriters 
midyear meeting at Minneapolis was 
on the menace of further inflation, 
the apparent lessening— part of it 
probably undeserved—of field-force 
confidence in company leadership 
came in for some thoughtful comment 
from Managing Director Lester O. 
Schriver in the course of his report to 
the national council. 

Referring to manifestations “which 


| give me some concern and which I 
| am sure have disturbed you also,” Mr. 
| Schriver said: 





“While there would seem to be 
greater field-company cooperation 
than ever, there are many undercur- 
rents which would seem to indicate 
that in many areas we are a house 
divided. Notwithstanding the mutual 
regard existing between NALU and 
LUTC, the American College, the In- 
stitute of Life Insurance, LIAMA— 
and the company organizations—there 
are undercurrents that distress me. 


Led To Much Criticism 


“I have attended many meetings re- 
cently and I have heard reports from 
other field sources which seem to me 
to emphasize a growing lack of confi- 
dence, or perhaps it’s just dissatisfac- 
tion, in our company leadership. The 
chaotic group situation, the lack of 
general consensus on the efficacy of 
our minimum premium plans, and the 
lack of a united company front on the 
company income tax approach have 
led to much criticism—some of it un- 
justified. 

“And I am constrained to say that 
it isn’t good for the industry. It was 
Disraeli who said, ‘It is easier to be 
critical than correct.’ But like Caesar’s 
wife, let us try to be above reproach. 

“This one thing I know: This temple 
has been built through the efforts of 
all segments of our institution. If 
through strife or blindness we pull 
down the pillars of the temple, we 
shall destroy all those who dwell 
therein. This is a time for statesman- 


Ordinary And Total 
Sales In February 
Hit Record Highs 


HARTFORD—Total sales of $5,053,- 
000,000 were up 2% and ordinary of 
$3,691,000,000 climbed 5%, both Feb- 
Tuary records, according to LIAMA. 
Ordinary sales for the first two months 
were $7,243,000,000, a gain of 3%, but 
“gg sales of $9,777,000,000 were down 

O. 

_ Group sales, which exclude addi- 
tions to plans already in force, were 
$831 million in February, down 11%, 
and for the two months were $1,544,- 
000,000, a drop of 38%. 

Industrial sales in February were 
$531 million, an increase of 7%, and 
for the first two months were $990 





million, up 3%. 


ship, for patience, for tolerance, and 
for cooperation at all levels.” 

Adon N. Smith II, Northwestern 
Mutual, Charlotte, N. C., reporting to 
the national council as chairman of the 
Million Dollar Round Table, reminded 
the group of the April 15 deadline 
for paying local association dues to be 
eligible for the 1960 Round Table. 


Can’t Be Member Of MDRT 


Apparently referring to the recent 
action of the Syracuse association in 
barring from membership any agents 
who sell mutual funds, Mr. Smith 
pointed out that if an association 
forces a member to resign, he can no 
longer be a member of the Round 
Table, but if the association merely 
complains about a member’s activities, 
there is nothing the MDRT can do 
about it. He also stated the MDRT’s 
position on sponsoring causes or per- 
sons—which is not to do it except as 
such action may be taken by the par- 
ent organization, NALU. 

Suzanne Audet, Prudential of Eng- 
land, Quebec, reported as Women’s 
Leaders Round Table chairman. She 
described the work of Mrs. June Mack, 
who devotes part of her time at NALU 
headquarters to the business of WLRT. 

NALU Treasurer Louis J. Grayson, 
Travelers, Washington, D. C., urged 
that NALU’s surplus be boosted to at 
least equal half a year’s expenses. 

Most of the other national council 
actions were reported in last week’s 
issue. 


Varied Reactions 


NEW YORK—Reactions all the way 
from “death knell of financed life in- 
surance”’ to “won’t matter much” have 
resulted from the New York depart- 
ment’s suggested rules for curbing min- 
imum deposit abuses. The rules were 
printed in THE NATIONAL UNDERWRITER 
of last week. 

The department’s public hearing on 
the proposed rules will be held April 8 
at the department’s New York City of- 
fice. 

Those who believe that the rules, 
even in their present drastic form, 
would not matter a great deal, point out 
that all an agent has to do is to lead 
the buyer around to a bank for his 
first-year loan instead of having him 
borrow the money from the insurance 
company. Even though the policy has 
no immediate loan value, this is no 
concern of the bank’s, since it would 
have deducted its first-year interest 
when it made the loan and could cash 
the policy in for at least the amount 
of the loan at the end of the year. This 
is as early as it could under the loan 
agreement’s terms even under a high 
early cash value policy. 

Naturally, the availability of the cash 
value at the end of the first year could 
not be made contingent on payment 
of the second year’s premium. 

It is recognized that the need of zgo- 
ing to a bank for the initial loan would 
be an obstacle in many sales, but main- 
ly these would be the smaller cases, 
where complaints have been most nu- 
merous that agents have sold minimum 

(CONTINUED ON PAGE 25) 





Discrimination Against Stock Insurers 
Charged At Senate Hearing On Tax Bill 


WASHINGTON—The manner of ar- 
riving at “operating gains” in the 
pending life company tax bill was 
strongly criticized by Claris Adams, 
executive vice-president of American 
Life Convention, in a statement filed 
with the Senate finance commitiee at 
its final series of hearings on the bill. 

Mr. Adams was unable to present it 
personally because of illness. 

The operating gains provision comes 
in phase 2 of the bill, which taxes 
income not taxed under the invest- 
ment income provision, phase 1. Mr. 
Adams said the provision is borrowed 
largely from the official annual state- 
ment filed with state insurance de- 
partments and on the surface it seems 
quite logical to use this. 


Just A Solvency Test 


“However, such annual statement is 
and only purports to be a measure of 
solvency for the companies, according 
to an agreed and tested legal stand- 
ard,” he said. “It was not designed for, 
and is not intended to be, and as a 
matter of fact, it is not a profit and 
loss statement.” 

Mr. Adams pointed out that the an- 
nual increase in surplus measured by 
the annual statement and by the bill 
is merely the difference between cur- 
rent assets and current liabilities. Yet 


85% of a life company’s liabilities con- 
sist of estimates of future mortality 
experience and investment results on 
contracts, many of which will run for 
many years. Depending on the reserve 
assumption, estimates of future liabil- 


ities on the same types of contracts . 


may vary as much as 15% from one 
company to another. 


Gain Is An Estimate 


“The gain reported depends so much 
on estimates that the result itself is 
essentially an estimate,” Mr. Adams 
emphasized, pointing out that the size 
of estimated liabilities varies inverse- 
ly with interim gains and unless some 
compensation is made for this fact, the 
bill would result in serious discrimi- 
nation. 

“The point is,” he said, “that the 
current tentative gains produced by 
the formula in section 809 (of the bill) 
bear no fixed or accurate relationship 
to the actual realized profits, which 
is the only proper and valid basis upon 
which to levy a corporate income tax,” 

Forrest G. Ray, vice-president and 
secretary of Guaranty Income Life of 
Baton Rouge, La., appeared on behalf 
of National Assn. of Life Companies, 
an organization--formed-a few years 
and” representing some 120 smaller 

(“SONTINV'ED ON PAGE 28) 


Variable Annuity 
Subject To SEC, 
High Court Rules 


Decision Is 5-4; Insurers 
Disappointed But See Its 
Possible Sales Advantages 


WASHINGTON—Variable annuities 
are subject to the federal securities acts 
and the regulation 
of Securities & Ex- 
change Commis- 
sion, the U. S. Su- 
preme Court ruled 
Monday. 

The 5-4 decision 
ended the four- 
year battle of Va- 
riable Annuity Life 
of Washington, 
D. C., to avoid the 
SEC’s efforts to 
regulate it, a 
struggle in which 
Equity Annuity Life, also of Washing- 
ton, joined as a co-defendant. 

There were three opinions. The 
court’s opinion was set forth briefly. 
Two new justices, Brennan and Stew- 
art, entered separate but strongly 
concurring opinions. Justices Clark, 
Frankfurter, Harlan and Whittaker 
wrote a strong dissenting opinion. 


No Variable Annuity Death Knell 


President Robert A. Crichton of 
Variable Annuity Life told THE Na- 
TIONAL UNDERWRITER that while he and 
his associates were naturally disap- 
pointed they were by no means dis- 
couraged about the future of the va- 
riable annuity, even though it would 
be necessary to rearrange operations 
so as to operate now under federal se- 
curities controls as well as under state 
insurance departments. 

Mr. Crichton said it is within the 
SEC’s power to grant exemption from 
certain features of the investment com- 


(CONTINUED ON PAGE 24) 





Robert A. Crichton 








J. Harry Wood, LIAMA managing 
director, left, and M. K. Kenny, assist- 
ant general manager and agency di- 
rector Excelsior Life, at the LIAMA 
agency management conference in 
Chicago. Mr. Kenny is the new con- 
ference chairman. (Photos of Chicago 
meeting on page 29.) 





Rebating Charged 
At Mich. Hearing 
On Dorfman License 


LANSING—Alleged rebating and 

other irregular practices were charged 
this week at the start of a hearing be- 
fore Commissioner Blackford at which 
Allen M. Dorfman, Chicago, is being 
challenged as to his fitness to retain a 
non-resident agent’s license in Mich- 
igan. 
Dorfman has been placing teamsters 
union group life business as brought 
out during hearings of the U. S. Sen- 
ate rackets committee whose repre- 
sentative, Martin Uhlmann, attended 
the hearing to supply documents sub- 
penaed by that committee. 


Strong, Four-Hour Session 


During a stormy four-hour session, 
Dorfman’s counsel, Stanford Clinton, 
claimed the Michigan charges against 
his client were part of a nationwide 
pattern of “attack on the teamsters” 
that had been “incited and excited” 
by the McClellan committee’s counsel, 
Robert Kennedy. He asked: unsuccess- 
fully that Commissioner Blackford dis- 
qualify himself in conduct of the hear- 
ing and that Chief Justice Dethmers 
of the Michigan supreme court be per- 
mitted to name a hearing examiner. 
Mr. Clinton claimed Dorfman could 
not expect fair treatment from Mr. 
Blackford who helped conduct the pre- 
hearing investigation. Mr. Blackford 
said he will make no determination 
in the case until the hearing is com- 
pleted and adjournment was taken un- 
til April 21, automatically leaving 
Dorfman unlicensed in Michigan after 
March 31 when his present authoriza- 
tion expires. 


Rebated Through Free Coverage 


Myron A. McMillan, assistant at- 
torney general, aired several of the 
department’s charges but they were 
incompletely argued or documented 
prior to adjournment. Among them 
was the accusation that Dorfman gave 
the equivalent of rebates by providing 
free insurance for 13 individuals, pay- 
ing their full premiums out of premi- 
ums collected from other teamster 
members covered under group con- 
tracts. Among those favored, he said, 
were James Hoffa, teamster president, 
and two other Detroiters, Frank and 
Gary Fitzsimmons. Hoffa’s $50,000 pol- 


(CONTINUED ON PAGE 23) 
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Despite Flaws, Agent's Job A Good 


Career For Young Man, Says Anchell 


With all its admitted drawbacks, 
life insurance selling as a career has 
improved greatly in the last generation 
and is a geod career for one’s son, if he 
has aptitude for it, said Charles Anchell, 
New York Life agent and president of 
New York City Life Underwriters 
Assn., at the agents forum during the 
NALU midyear in Minneapolis. Be- 
cause of his own experience as an 
agent and because his father was a 
career agent, Mr. Anchell was able to 
cite first-hand evidence of how the 
business has improved in the last 30 
years or so. Following is an abridged 
version of his talk: 


As some of you may know, I am the 
second member of a three-generation 
family of life in- 
surance salesmen. 
My father was an 
agent and my son 
is an agent. But 
that fact does not 
mean that I think 
I can give an easy 
or a whole-hearted, 
unqualified “yes” 
to the question be- 
fore our panel to- 





day. 
Charles Anchell My own father 
actively opposed 


my entry into the life insurance busi- 
ness. And, during my own son’s child- 
hood, when people asked me if I want- 
ed him to go into life insurance, I had 
to answer, like Franklin Roosevelt, 





Louisville Sales Congress 
Is Scheduled For April 3 


The annual Louisville sales congress, 
to be conducted by Louisville Assn. 
of Life Underwriters April 3, will be 
condensed into an afternoon session 
instead of the usual all-day meeting. 

The conclave will open with a 
luncheon at which William H. An- 
drews Jr., manager at Greensboro, 
N. C., of Jefferson Standard Life, will 
speak on “Blueprint for Future 
Growth.” Other speakers and _ their 
subjects will be J. Donald Geiger, ex- 
ecutive director of agencies of Pru- 
dential’s Jacksonville regional home 
office, “Secrets?” and John Utz, Kan- 
sas City Life, “The Road Ahead Wher- 
ever You Are.” 

Preceding the sales congress in the 
morning will be an informal panel 
discussion on social security and vet- 
eran’s benefits. 





Lewis C. 
Sprague, vice- 
president and 
manager of agen- 
cies of Provident 
Mutual, left, pre- 
sents Philip Amin 
of the New York- 
Zeigen agency 
with man of the 
year plaque * for 
record production 
during 1958... Pre- 
sentation was 
made at a dinner 
in Mr. Amin’s hon- 
or at the Hotel 
Pierre, New York. 





” 


that that was “a very iffy question”. 

To this day I don’t think the ques- 
tion is an easy one. Probably the most 
sensible answer for me is to say, “yes, 
but—” or “it depends.” For the answer 
depends on a very great many things. 


Says Times Have Changed 


I do think that times have changed 
since my father’s day. Some of the 
objections he raised against my en- 
tering the business are not now im- 
portant ones. Many of them no longer 
exist at all. 

It is a natural feeling for most fa- 
thers to want their sons to enter an 
occupation that is imporatnt—that has 
a high standing in the community, and 
carries the respect of other men. Al- 
though my father was a successful 
agent and believed I could also be 
successful, he nevertheless resented 
the fact that in his day almost anyone 
could call himself an insurance agent 
though having very few qualifications 
for the job. 

In those days—in the ’20s—life in- 
surance had a widespread reputation 
as the job a man went into when he 
had tried everything else and failed. 
There were no state examinations re- 
quired. There was a great lack of ed- 
ucation and training for the agent, 
either from his company or from 
schools and colleges. My father, al- 
though he was a good agent, really 
didn’t believe that he had any profes- 
sional standing. 


Politicians’ Policy Shower Parties 


I’m sure that some of you here can 
remember what it was like in those 
days. It was common thing for a de- 
feated or retiring politician, for in- 
stance, to connect himself as an agent 
with some company or other for a few 
days. Then his cronies and _ political 
debtors would give him a testimonial 
dinner. At the dinner everyone would 
sign up for a certain amount of life 
insurance as a way of providing a gift 
for the guest of honor. Practices like 
that degraded the serious insurance 
man. And the job turnover was tre- 
mendous. 

After my father died in 1928 I turned 
to life insurance, myself. I was given 
a rate book, some applications, and told 
to go out and sell. I began to realize 
why my father had tried to discourage 
me from following his footsteps. 

We know that today such conditions 
no longer exist. We know that life in- 
surance selling has truly become a pro- 
fession, one which demands constant 
study and the mastery of a large body 
of knowledge, particularly in matters 
of human needs, of finance and taxes. 


‘Everybody’ Can’t Be An Agent 


We know that it is no longer pos- 
sible for “everybody” to become a life 
insurance agent. Most companies to- 
day are not willing to put up with the 
half-hearted failure who can sell only 
to his relatives or to those who feel 
they owe him support. | 

Today’s young man has to work 
harder to get to be an agent. As an 
agent he enjoys the respect of his 
neighbors and his community. Not too 
many years ago he had only his rate 
book to help him feel his way. Today 
the average insurance salesman starts 
out with his rate book and about 100 
pounds of sales aid equipment. He 
knows that he has a greater chance of 

(CONTINUED ON PAGE 22) 
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Dean And Ecker Are 
Added To Insurance 


Hall Of Fame 


COLUMBUS—Alfred F. Dean, pio. 
neer in scientific fire rating, and Fred- 
erick H. Ecker, now honorary board 
chairman of Metropolitan Life and re- 
sponsible for many innovations in the 
life insurance business, became the 
sixth and seventh members of the Ip- 
surance Hall of Fame during the jn- 
duction ceremonies held at Ohio State 
University in conjunction with the 
university’s annual insurance confer. 
ence. 

Russell B. Hobbs, former manager 
of Western Actuarial Bureau who re- 
tired several years ago, represented 
Mr. Dean. Mr. Ecker, who was unable 
to reach Columbus because of incle- 
ment weather which grounded his 
plane, was represented by Milton 0. 
Culpepper, superintendent of agencies 
of Metropolitan Life. Novice G. Fawcett 
president of the university, presented 
the silver medals emblematic of mem- 
bership in the Hall of Fame. 


Includes Many Famous Names 


The Hall of Fame which has previ- 
ously included the names of Benjamin 
Franklin, Elizur Wright, Solomon S§. 
Huebner, Charles E. Hughes and 
Ralph H. Blanchard, is sponsored by 
the university and the Charles W. Grif- 
fith memorial foundation for insurance 
educatien at Ohio State University, 
Its purpose is to honor outstanding 
contributors to insurance thought and 
practice on the North American con- 
tinent. The persons elected to mem- 
bership are accorded this honor be- 
cause of significant innovations in in- 
surance. 

Milton L. Landis, Central Mutual of 


(CONTINUED ON PAGE 30) 


LAA North Central 
Round Table Set 
For April 16-17 


“The Life Advertiser—Architect of 
Sales” is the program theme of the 
North Central Round Table of Life 
Insurance Advertisers Assn., April 16- 
17 at the Netherland-Hilton Hotel, 
Cincinnati. 

Principal speakers will be Robert E. 
Templin, agency vice-president of 
Northwestern Mutual, who will talk 
on education, and William T. Earls, 
Mutual Benefit Life general agent at 
Cincinnati, who will discuss the 
MDRT man. LAA President Edwin P. 
Leader, Bankers Life of Iowa, will 
also speak. 

A series of panel discussions on 
stimulation, action, liaison, education 
and service will be held. Panels and 
participants will be: Stimulation— 
Frank Elston, Washington National; 
Thomas Brown, Farm Bureau; Carol 
Scott, General American, and Kenneth 
Rutland, Ohio National Life; Liaison— 
Gene Williamson, Union Central, and 
others to be announced: Service— 
Ronald Jones, Kansas City Life, Wil- 
liam O’Brien, Standard Life of Indi- 
ana; James Wavada, Business Men’s 
Assurance; and Donald Clark, Secur- 
ity Mutual Life of Nebraska; and Ac- 
tion—John Currier, Ohio State Life, 
and others to be announced. é 

Samuel J. Osborn, Ohio National 
Life, is chairman of the event. 
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Tomeet the demands of today’s expanded, di- 
versified insurance market, New York Life’s 
complete modern line gives the Nylic Agent 
a plan for every prospect—whether his client 
wants Ordinary Life, A & S; Individual or 
Group. No wonder why, year after year, 
more Nylic Agents qualify for membership 
in the Million Dollar Round Table than do 
agents of any other company! 


Among the newest additions to New York 
Life’s line are: 


Family Endowment Plan — Insures entire 


_ family in one policy—then pays Father an 


Modern products... 
another reason why 


endowment at age 65. The one premium can 
be paid monthly or by Check-O-Matic—the 





qs 


THE NEW YORK LIFE AGENT 
IN YOUR COMMUNITY BE 
1S A GOOD MAN TO KNOW . 








A complete line of 
modern products to 
give him greater 
sales potential ! 


automatic premium-paying method. 


Assured Accumulator—Provides immedi- 


ate life insurance protection combined with® 


long range accumulation of money and four 
optional privileges to fit the future. 


Employee Protection Plans—Now include 
Major Medical protection along with Life, 
A & S and Hospital coverages for firms with 
from 5 to 50 employees. 


Accident & Sickness Policies — Include 
the modern Income Protector Plans that pay 
an income when disabling injury or illness 
prevents wage earner from working. All are 
non-cancellable and guaranteed renewable 
to age 65 for men—age 60 for women. 


51 Madison Avenue, New York 10, N. Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance « Pension Plans 


New York Life 


Insurance Company 





Informal Photos Of Leading 
Personalities At NALU Midyear 


At the head table 
of the NALU- 
LUTC luncheon at 
the NALU midyear 
meeting in Minn- 
eapolis: President 
Oren Pritchard of 
NALU, Maxwell 
Hoffman, associate 
managing director 
of NALU and 
treasurer of LUTC, 
and Lester O. 
Schriver, NALU 
managing director 
and LUTC trustee. 


NALU Trustee 
candidate A. J. 
Halloran, Balti- 
more Life, Wil- 
liamsport, Pa., 
flanked by his 
tampaign manager, 
Hunter Hammill 
(left), Phoenix 
Mutual, Philadel- 
phia, and Paul J. 
Murphy, Baltimore 
Life, Baltimore. 


FieNATIONAL UNDERWRITER 


Louis J. Gray- 
son, Travelers, 
Washington, D. C., 
NALLU treasurer, 
with Harold Van 
Every, Bankers of 
Iowa, president 
of Minneapolis 
Life Underwriters 
Assn., and Donald 
A. Baker, execu- 
tive director Gen- 


eral Agents & Managers 
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Conference, snapped at the head table during the 


NALU-LUTC luncheon at the midyear meeting. 


Three members 
of the nominating 
committee were 
present: from left, 
Philip A. Hoche, 
Kansas City Life, 
Orlando, chairman; 
Nell F. Burns, New 
England Life, Bir- 
mingham, and 
Frank Howland, 
Massachusetts Mu- 
tual, Detroit. 


NALU Trustee 
Robert S. Clayton, 
Liberty National 
Life, Mobile; Ruth 
Barringer, manag- 
ing director De- 
troit association, 
and Maxwell L, 
Hoffman, NALU 
associate managing 
director. 


At the Wisconsin association’s party 


-Quartet at the NALU-LUTC luncheon during the Minneapolis midyear meet- 
ing of NALU: George Murnane, Provident Mutual, Minneapolis LUTC chair- Chairman William Pryor of the field in honor of NALU Trustee Frank G. 
man; Walter G. Gastil, Connecticut General, Los Angeles, chairman of General Practices committee with Frank Akers, McNamara, Old Line Life, Waukesha, 
Prudential, Atlanta, chairman of the Wis., Florence McConnell, Galesburg, 


Agents & Managers Conference; William H. Andrews, Jefferson Standard Life, 
Greensboro, N. C., president of American Society of CLU, and Ernest McClure, subcommittee on special inducement Ill, and NALU Past President Albert 
Continental Assurance, Kansas City, recently elected trustee of LUTC. Policies. Mr. Pryor is an agent of Con- C. Adams, Philadelphia, both with 


Snapped at the 
Wisconsin associa- 
tion party: Joseph 
Davis, Home Life 
of New York, De- 
troit, Mrs. Oren 
Pritchard and 
President Oren 
Pritchard ef 
NALU. 


necticut Mutual at Wauwatosa, Wis. John Hancock. 


Frank G. McNa- 
mara, Old Line 
Life, Waukesha, 
Wis., candidate for 
reelection as a 
trustee of NALU, 
with Mr. and Mrs. 
A. Jack Nussbaum, 
Mr. Nussbaum, a 
past president of 
NALJU, is an agent 
of Massachusetts 
Mutual in Milwau- 
kee. 








ring the 


Trustee 
Clayton, 
National 
le; Ruth 
manag- 
or De- 
ciation, 
vell L, 
NALU 
anaging 
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Wallace-Forecasts — 
Next Decade’s Affect 
On Life Operations 


Four areas in the life insurance busi- 
ness to be most seriously affected by 
changes taking place during the next 
decade were outlined by S. Rains Wal- 
lace, LIAMA research director, at the 
agency management conference of 
LIAMA in Chicago. 

Mr. Wallace made the following pre- 
dictions: 

Recruiting will get much tougher. 
Competition within the industry for the 
type of man now being hired will be- 
come more intense than ever before. 
This gap will be filed by changing 
training and supervisor needs in such 
a way as to increase the success rate 
among the very young, among those 
over 45 and among females. 

Greater specialization in recruiting, 
selection, training and supervision will 
be necessary. The nature of recruits 
and the kind of work they will do will 
become more specialized—both among 
agents and managers. 








At agents committee meeting: R. E. 
Wood, Phoenix Mutual, San Francisco, 
NALU trustee, presides as chairman 


while Harry Pincus, Massachusetts 
Mutual, New York City, reports on the 
federal law and legislation committee’s 
session. 


The projected diminishing work week 
means there will be greater potential 
for part time agents. In terms of the 
increased age of the market and the 
increased numbers of oldsters available 
for part time, a reconsideration of the 
part time-full time question may occur. 

Selection tools as rejection screens 
will become more widely recognized. 
Greater emphasis will be placed upon 
selection after the, test point and the 
tremendous increase in the cost of re- 
cruiting will probably force selection 
test standards down. Replacement of 
this safety measure may lead com- 
panies to investigate the possibilities of 
precontract training and _ selection 
to a degree that has not yet been seen. 

Smaller companies should benefit— 
if they study and plan for the future— 
because of their ability to adapt and 
pinpoint their methods for specific 
people and specific problems and their 
flexibility of operations. 

Projecting the population picture 10 
years, Mr. Wallace predicted there will 
be 200 million people in the United 
States. He said that in this 22% in- 
crease over the 1956 figure, there will 
be only a 1% increase in the 25-44 
age group. Sixty-two percent will be in 
the 20-24 age group, a 30% increase 
among the over-65 segment, 28% in- 
crease in the under-20 group and 23% 
increase in 45-64 group. This means 
there will be a shortage of the age 


group where life insurance companies 
(CONTINUED ON PAGE 24) 
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NALU officers at the NALU-LUTC 
luncheon during the NALU midyear 
meeting: William S. Hendley Jr., Mu- 
tual of New York, Columbia, S.C., vice- 
president, and William North, New 
York Life, Evanston, IIl., secretary. 


Head-table dig- 
nitaries at the 
NALU - LUTC 
4uncheon during 
the NALU mid- 
year meeting in 
Minneapolis: Jack 
A. Stewart, Phoe- 
nix Mutual, Cleve- 
land, NALU trustee 
and chairman of 
the NALU educa- 
tion and training 
committee; James 
E. Rutherford, 


vice-president in charge of Prudential’s Chicago regional home office, who was 


the luncheon speaker, and Loran Powell, LUTC managing director, who was 


toastmaster. 


More partici- 
pants: Alfred 
Howes, Connecti- 
tut Mutual, New 
York City; Joseph 
Davis, Home Life 
of New York, De- 
troit, and Ralph 
Kastner, general 
counsel of Ameri- 
tan Life Conven- 
tion. 
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Bankers Life, Neb., HO Completed 


“Designed With the Future in Mind” 
is the theme of Bankers Life of Ne- 
braska’s recently completed new home 
office building in Lincoln. Located on 
a 12 acre site in suburban east Lin- 
coln, it is the company’s fourth home 
office building. 

The structure was planned so it can 
be expanded in an orderly manner 
with a minimum of time and expense. 
Complete interior flexibility is possi- 
ble through the use of movable walls 
for nearly all partitions. These steel 
walls have a permanent appearance, 
with a baked enamel finish which 
eliminates redecorating and through 
their use offices can be moved com- 
pletely, expanded or changed in many 
ways. An electric floor system permits 
connection with electric, telephone 
and intercom systems every six inches, 
eliminating costly changes when a re- 
adjustment of space is necessary. In 
the employes’ cafeteria, portions of the 
room can be divided by folding steel 
walls for special luncheons and meet- 
ings. 

Exterior expansion will be accom- 
plished in two stages, the first involv- 
ing adding two stories to the service 
wing, which is now a one story struc- 





ture extending from the rear of the 
building. The second stage will involve 
a complete new structure, which will 
be built parallel to the present main 
building, changing its form to an “H” 
from its present “T” formation. 

An electronic air cleaner helps low- 
er maintenance expense and is so pre- 
cise that it will filter cigarette smoke, 
and it reduces the tendency toward 
allergies by killing air borne germs 
and bacteria. Up to 97% of all dirt 
particles are filtered, thus keeping 
most dust off desks, records, and fur- 
nishings. 

The entire east wall of the main 
lobby contains a mosaic mural created 
by Millard Sheets, a noted American 
artist and recognized world-wide as a 
mural designer. 

Open house plans cover a period of 
several months, with special functions 
planned for employes and their fami- 
lies, workmen who helped construct 
the building, neighbors in the immedi- 
ate residential area, visiting execu- 
tives and the general public. Formal 
dedication will take place May 1 and 
includes 17 agents and their wives 
who qualified over a period of several 
years for the all expense paid trip. 
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COMMONWEALTH 
LIFE: 


COMPANY 


One of the Nation’s bil- 
; lion-dollar companies 
e with more than 500 Field- 
° men in Kentucky alone, 
7 serving each of the State's 
120 counties. 





HOME OFFICE: 


Louisville 


The Tallest, Finest Office 
Building in Kentucky 


zt} Commonwealth Building | 
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Challenge, Follow-Up, Faith In Agents 
Made Murrell Agency Company’s Leader 


“The most powerful influence of all 
in lifting men to higher production in 
our agency has been the effect of one 
man on another,” Thomas G. Murrell, 
of the Murrell Brothers agency, Los 
Angeles, told the Mutual Benefit Life 
general agents association annual meet- 


ing at the Boca Raton (Fla.) Club. 
Mr. Murrell is president of the asso- 
ciation. 

“One of our newer agents saw oth- 
ers qualify for the Million Dollar 
Round Table,” said Mr. Murrell. “This 
young agent thought he was as good 


as the qualifiers, so he did it too. His 
wife and son came in and witnessed 
the praise heaped upon the young 
agent. Will he repeat? Of course. This 
same procedure has been repeated over 
and over again in our agency.” 

Mr. Murrell and his brother Wey- 
mouth operate the Los Angeles agency 
—company leader in 1958 with a pro- 
duction of $25 million. 


Believe In Recruit’s Potential 


“We believe every new man can be 
a member of the MDRT or a general 
(CONTINUED ON PAGE 31) 
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security mutu 


Richard E: Pille, President. 
Harland L. Knight, Agency Vice President. 


WE’RE WOOING 


THE WOMEN’S MARKET 


Perhaps we should say we’re WOWING the 
ladies with brand new, realistic insurance 
coverage designed to keep pace with the » 
increasing importance women play in our business’ 4 
economy. Working women have begun to 
realize the facts. More of them are interested 
in providing themselves with adequate coverage. 
Many have been deterred by high premium costs. 


For years the life insurance industry has 
recognized that the mortality on women was much 
more favorable than for men, but no one has 
done a thing about it... until now! 


Security Mutual’s new 1600 series has changed all 
that. Here’s a group of policies that recognizes 
the need . . . coverages that fit requirements 
perfectly ... insurance that our average 
working women can afford . . . and will want! 


That’s why we say, “We’re wooing the women’s 
market.” We’ve done something about it. 
’ For example, in Security Mutual’s new series of 
life insurance plans, we calculate premium 
rates for women 3 years younger than actual age! 
And that means business. 


Security Mutual coverage is what you'll 
need to win your share of it. 


Hadn’t you better contact your 
Security Mutual General Agent today? 
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81 EXCHANGE STREET, BINGHAMTON, N. Y. 
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Block, Huber Win 
Individual Honors 
In Mutual Benetit 


Seymour Block of the Nashem 
agency in New York City led Mutual 





Melvyn J. Huber 


Seymour Block 


Benefit Life in 1958 in sales and first. 
year commissions for the second con- 
secutive year. He joined the agency 
in 1950 after 11 years in professional 
baseball. Beginning with his second 
year as a full-time agent he has al- 
ways sold at least a million a year, 
He is president and a life member of 
National Associates, Mutual Benefit’s 
top production club. 

Melvyn J. Huber of the Solomon 
Huber agency in New York City, won 
the “builder award,” presented annu- 
ally to the supervisor deemed to have 
done the most outstanding job among 
all supervisors. 


Had Practiced Law 


Prior to becoming a supervisor, Mr. 
Huber practiced law, specializing in 
estates, wills, trusts, taxes and cor- 
porations and partnerships. His devel- 
opment of new agents was cited as 
outstanding. Two men in his unit in 
their second calendar year each paid 
for over $1 million in Mutual Benefit 
in 1958. Four qualified for the Squab 
Club, the honor organization for top- 
earning new agents. 

Mr. Huber has lectured before nu- 
merous’ business and __ professional 
groups including the Tax Workshop 
School and the Practicing Law Insti- 
tute and has written for various peri- 
odicals, texts and tax services. His lat- 
est article, “Life Insurance in Estate 
Planning,” appeared in the January is- 
sue of “The Practical Lawyer.” 


Offers To Buy Cumberland 


Stock At 85 Cents On Dollar 


LOUISVILLE—John D. MacArthu, 
president Bankers Life & Casually, 
who took over management last Aug- 
ust of Cumberland Associates of 
Louisville, has offered to buy all out- 
standing stock at 85 cents on the 
dollar. It is Mr. MacArthur’s position 
that 15 cents went to selling expenses 
of the original stock. Cumberland As- 
sociates was formed in 1956 as a hold- 
ing company to buy life insurers. It 
secured 53% of International Life of 
Austin in 1957. 





Here’s PROOF OF PROGRESS 
SUN LIFE service and progressive outlook have 
enabled us to pass the milestone of OVER ONE 
par rs DOLLARS OF INSURANCE IN 


We invite you to grow with us and share our 
success. We know the kind of service yeu need 
to profitably sell life insurance and we are pre- 
pared to give it to you. 
These are some of the 
benefits we offer general 
° To * vested commission 
e Top 
—_ lifetime service 
ees 
e Quick sale aids with 
nae. eee home 
ce coopera 
e = ee Ld 
ve non 
substandard to 500% 
Write in confidence to 
B. A. FRANK 
Director of General Agendes 
SUN LIFE INSURANCE COMPANY OF AMERICA 
109 E. Redwood Street Baltimore 2 4 
— 
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Why every family should have a family doctor... 


BE“ family should select and become 
acquainted with a doctor before illness 
strikes. Yet, many families wait until sick- 
ness or emergency requires a last-minute 
decision about the doctor they will call. 


A family doctor, usually a general practi- 
tioner or an internist, can care for about 
85 percent of the illnesses your family is 
likely to have and should you need spe- 
cialized care, he can arrange it. 


Perhaps the best way to select your doc- 
tor is through your local medical society or 
community hospital. They will give you 
the names of several physicians—and you 
may choose one of them with assurance 
that you will be in good hands. 


Then, call the doctor you have chosen. 
Make an appointment and go to see him 
for a friendly talk —about fees, night calls, 
the hospitals he’s associated with, and 


whatever else is on your mind. 

Then ask yourself these questions: did 
you like him . . . feel at ease with him... 
would you trust him during those critical 
situations which illness often creates? 


These questions are of great importance, 
for without mutual friendship and under- 
standing, a warm doctor-patient relation- 
ship can never exist. 


What are the advantages of having a 
regular doctor? For one thing, he will get 
to know you and your family intimately— 
your “medical history,” your response to 
certain drugs, your normal blood pressure, 
your emotional reactions, and other facts 
which may be very helpful whether your 
trouble is minor or serious. 

He can also give you the benefits of 
preventive medicine. For example, if you 
have young children, he will want to see 


them at intervals to check their health— 
and to keep their protection against com- 
municable diseases up to date. 

For others in your family, he can be a 
health counselor. 

For instance, if you’re bothered at times 
by seemingly trivial complaints—indiges- 
tion, headache, nervousness, or fatigue— 
you might hesitate to go to a doctor whom 
you do not know. But with a family doc- 
tor, you'd feel free to talk over any condi- 
tion that upsets you now and then. 

Select your family doctor now. Keep his 
name, address, telephone number and office 
hours posted in a spot known to everyone 
in your family. 

REMEMBER, the continuing supervi- 
sion of a family doctor can help your chil- 
dren grow up strong and well—and help 
you live a long and healthy life. 








COPYRIGHT 1959—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(4 MUTUAL COMPANY) 


1 MaDISON AVENUE, NEw York 10. N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 
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has to “pop his president of Bankers Life of Iowa, will ture. Rol 
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agency management, chairman. Program chairman is H. surance Commissioners’ code for such | 8 
we've got... Dixon Trueblood, vice-president Occi- transactions was promulgated, that a Disal 
dental of California. series of commission reductions had Jol 
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] ’ The effect on A&S insured of com- oie 
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307 North Michigan Avenue, Chicago 1, Illinois K. G. McNab, vice-president and chief agency officer of Manufacturers Life, 4 “] 
left, and N. T. Sheppard, agency superintendent, right, at reception of newly SS ol 
opened Denver branch office, with Lee Vranek, manager, and Mrs, Vranek. F aim 
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training Forum To 
Lead Off Second Day 
Of LIAMA A&S Meeting 


A forum on training communications 
will open the Tuesday morning session 
of LIAMA’s A&S meeting at Chicago, 
April 20-22, with G. Warren DeGel- 
Jeke, director of A&S sales New York 
Life, as moderator. Training field 
management personnel will be consid- 
ered by Carl H. Lane, superintendent 
of agencies General American Life, 
and J. Kenneth Higdon, director of 
training Business Men’s Assurance. 

Approaches to training agents by 
home offices will be discussed by Rob- 
ert W. McCabe, director of A&S sales 
Guardian Life, and Charles E. Powell, 
director of training Monarch Life. Gail 
L. Shoup, general agent of Lincoln Na- 
tional at Grand Rapids, will outline his 
method of agent training in the agen- 
cy. ‘ 
 obert W. Carey, director of person- 
al health insurance John Hancock, will 
speak on how to train agents in A&S 
sales. Frederick E. Boes, manager of 
personal A&S claims Metropolitan, 
will discuss training agents in A&S 
field claim handling for positive sell- 


ing. 
Disability Income Sales Neglected 

John W. Sayler, vice-president in 
charge of sales Business Men’s Assur- 
ance, will open the Tuesday afternoon 
session, and will discuss the apparent 
neglect of disability income insurance 
sales. He will be followed by John J. 
Plumb, vice-president and director of 
agencies Paul Revere Life, who will 
speak on selling A&S for family needs 
through programming and single pack- 
age selling. 

Selling disability income for busi- 
ness needs will be covered by Daniel 
§. Blackman III, assistant director of 
agencies, ordinary agencies depart- 
ment, Prudential. Means of selling dis- 
ability income as a package with 
mortgage cancellation life policies will 
be handled by W. C. Evans, western 
regional manager Federal Life & Cas- 
ualty. 

Joseph F. Tudor, director of agencies 
Pacific Mutual, the final speaker Tues- 
day, will explain how his company’s 
field force sells disability income with 
life insurance as a combination pack- 
age. 


Several Life, A&S Bills 
Enacted In Indiana 


Gov. Handley of Indiana has signed 
into law bills of interest to the life 
and A&S business, one of which will 
increase the insurance commissioner’s 
salary from $12,100 to $15,000. 

Other bills enacted will: 

—Increase the surplus requirement 
for a new life company to $250,000. 
The capital remains at $200,000. 

—Authorize the 1958 CSO mortality 
table on an optional basis until 1966, 
and a three-year rate-down on wom- 
en. 

—Authorize payroll deductions for 
life and A&S premiums on public em- 
ployes. 

—Make departmental examination 
for other than life license mandatory. 

Among the bills which failed to pass 
Was one which would outlaw prefer- 
ential contracts between tax supported 
or exempt hospitals and_ insurers 
tay contract specifies predetermined 
rates. 


_Robert E. Templin, director of agen- 
Cles of Northwestern Mutual, spoke 
on “The Home Office Man Looks at 
Agency Building” at the monthly meet- 
ing of Life Managers & General Agents 


Assn. of Milwaukee. 
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Additional Speakers, 
Panels, Listed For 
Eastern Round Table 


In addition to other speakers and 
panels already announced for the 
Eastern Round Table of Life Insur- 
ance Advertisers Assn. at the Barbizon 
Plaza Hotel, New York, April 2-3, 
Francis T. Ahearn, manager of Con- 
necticut’s insurance information office 
at Hartford, is scheduled to discuss 
the development of information cen- 
ters. 


The Thursday afternoon session will 
include a panel discussion during 
which Alfred G. Whitney, assistant 
director of research LIAMA, and Ho- 
mer Woods, assistant to the vice- 
president in charge of sales Mutual of 
New York, will answer questions by 
panel moderator Douglas J. Alspaugh, 
advertising manager Aetna Life; Her- 
bert J. Kramer, assistant manager of 
the information and advertising de- 
partment Travelers, and Donald E. 
Lynch, director of public relations 
Mutual Benefit Life. 

On Friday, Robert H. Teter, radio 


vice-president of the Peters Griffen 
Woodward advertising agency, will 
discuss TV and broadcast media, and 
William Koch, vice-president of H. D. 
Rose & Co., creators of audio-visual 
aids, will cover ‘“What’s Ahead In 
Audio-Visual.” ; 

A communications panel will in- 
clude Chester Nash, director of the 
press division Institute of Life Insur- 
ance; William K. Paynter, director of 
advertising and public relations Con- 
necticut General, and Paul B. Cullen, 
manager of the information and edu- 
cation department. 





period. 


death of husband. 


weeks to 18 years. 


tional premium thereafter. 





NON -CANCELLABLE TO 65... 


@ Coverage begins on policy date—no waiting 


@ Available with or without $50 deductible. 
@ Issued to adults ages 18 to 85. 
@ Insured wife becomes policyholder upon 


@ Children eligible for family coverage from 2 


@ Newborn children automatically covered at 
2 weeks of age to end of then current pre- 
mium period at no additional cost. Addi- 


Mail coupon today for free booklet 
describing State Mutual’s New 
Hospital Insurance Plan in detail. 


State Mutual 


LIFE ASSURANCE COMPANY 


of America 


WORCESTER, MASSACHUSETTS 






new STATE MUTUAL HospPITAL INSURANCE 


for Families and Individuals 


@ Pays variable maximum up to $20 a day 


room and board; up to 90 days for each 


hospitalization and up to 10 times daily rate 
for hospital services. 


@ Maternity benefits in-hospital, 10 times daily 


rate; non-hospital 5 times daily rate. No 


deductible. 


@ Optional benefits available for surgical pro- 


@ Participating. 


Name 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me full details about your new Hos- 
pital Insurance Plan with a Lifetime Guarantee. 


cedures and in-hospital physician’s calls. 





Company 








Street 


City. 


State 
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Mutual Benefit Life 
Honors Agency Heads 
For ‘58 Achievements 


General:.agents of Mutual Benefit 
Life. whose agencies achieved out- 
standing records in 1958 were present- 
ed awards at’ the annual meeting of 
general agents at the Boca Raton (Fla.) 
Club. 

The top award, the president’s tro- 


FieNATIONAL UNDERWRITER 


phy, was presented to Thomas G. Mur- 
rell, and Weymouth L. Murrell, gen- 
eral agents in Los Angeles, by. Presi- 
dent H. Bruce Palmer of Mutual Bene- 
fit. The trophy which goes to the best 
all round agency, is based on the 
quality and amount of new insur- 
ance written, success in recruiting and 
training new men, and maintaining 
production among established agents. 

Runners-up for the president’s tro- 
phy were the Guibord agency in New- 
ark, and the Catterton agency in Hous- 
ton. 


The new organization award was 


presented to Charles G. Heitzeberg, 
vice-president in charge of agencies, 
to the Huber agency in New York 
City. The Eaton agency in Syracuse and 
the Murrell agency in Los Angeles 
shared runner-up honors. 

Quality business was recognized by 
the presentation of the Jones and the 
mathematician’s awards. The Jones 
award was presented to the Dittmer 
agency in Toledo, and the runner-up 
was the Pribble agency in Sioux Falls, 
S. D. The mathematician’s award went 
to the Smith agency in Charlotte, N. C. 


The Woods agency in Hartford was 
| 








Brokers can now fully satisfy their clients’ needs for 
A & H protection through Great-West Life. Our new 
A &H program includes non-cancellable and guaran- 





GREAT NEW, = 
A‘H PLANS). 


teed continuable contracts. 







MAXIMUM 
eS PROTECTION 
SERIES 


E ECONOMASTER | 
SERIES 








@ New level premium scale 
@ Premium variation by issue age 









Disability income plans, non-cancellable and guaranteed con- 
tinuable to age 65. Available to employed men, ages 18 to 65. 


For full details, contact our nearest office 


THE 


Great-West Lire 


ASSURANCE 


COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 


iS OUR 


Commercial disability income plans for accident only — or for 
accident and sickness. Available to both men and women. 


Guaranteed continuable medical expense plans — lifetime hos- 
pital and surgical contracts; and a Major Medical contract with 
benefits up to $7,500. Available to families and individuals. 


@ Increased Maximum Benefits 
@ Autopay Monthly Premiums 


BUSINESS 
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Weymouth L. Murrell, 
Thomas G. Murrell, 
agents of Mutual Benefit Life at Los 


left, and 
right, general 


Angeles, receive president’s trophy 
for best all round agency from H. 
Bruce Palmer, president, at the meeting 
of Mutual Benefit’s general agents as- 
sociation in Boca Raton, Fla. Murrell 
agency also was runner up for the new 
organization award for recruitment and 
development of new agents. 


runner-up. Both awards were present- 
ed by Wilbur E. Hintz, 2nd vice-presi- 
dent and director of agencies. 

The award for the best agency bulle- 
tin went to the Eaton agency in Syra- 
cuse. Gordon Hull, director of sales 
services, made the presentation. 

In addition, awards were presented 
to the Murrell agency and the Hansch 
agency in Dallas for having the largest 
number of agents in the Million Dollar 
Round Table. 

The brokerage award went to the 
Monroe agency in Chicago for doing 
the best job based on production and 
brokerage manpower. 


Ferguson President Of 


Texas A&S Underwriters 


Texas Assn. of A&S Underwriters 
has elected J. A. Ferguson, Southwest 
Indemnity & Life, president. Other 
officers are Joseph Josephson, South- 
land Life, 1st vice-president; John D. 
Saint, American General Life, 2nd 
vice-president, and Elmo Lee, Com- 
mercial Travelers, secretary-treasurer. 


Mutual Benefit Honors Agencies 

Six agencies were honored for their 
outstanding performance during the 
October, 1958, sales campaign. 

Wilson, Chicago; Duane, Akron; and 
Brehm, Minneapolis, won the awards 
offered by Chairman W. Paul Stillman 
for quality business written during the 
campaign. 

Awards were presented to the agen- 
cies which submitted the highest per- 
centage of business over their quotas, 
in group 1, Wilson, Chicago; in group 
2, Ames, Norfolk; group 3, Zachary, in 
Wichita. 

The Murrell agency, Los Angeles, 
received an award for submitting the 
highest volume of business. 


$ INSURANCE FILING SYSTEMS ¢ 
° OUR SPECIALTY SINCE 1919 ° 


°We were the originators of Two-Way onde 
¢ Three-Way Tang Folders, made especiallye 

pe Application permanent record files. Wee 
®also have Transparent Policy Jackets. Sam- - 

eples of folders and jackets with price lists 

®sent on request. 

H. B. McClure Mfg. Co. 

2302 West Glen Ave. 
Peoria, Illinois 


We sell direct to Insurance Companies 
eoeeeeeeceeceeseeoeeeee® 
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ECKER WARNS 


Variable Annuity 
Decision Invites 


Federal Regulation 


NEW YORK—Frederic W. Ecker, 
president of Metropolitan Life, 
scribed as “fantastic and misleading 
a statement in New York City papers 
that the Supreme Court’s decision in 


de- 


” 


HieNATIONAL UNDERWRITER 


the SEC-variable annuities case had 
paved the way for action by the New 
Jersey Legislature to legalize the sale 
of variable annuities by life insurance 
companies. 

“Quite to the contrary,’ Mr. Ecker 
declared, “this decision clearly empha- 
sizes the danger of federal regulation, 
which we have pointed out all along, 
if life insurance companies should en- 
ter this field. Presumably we are all 
interested in preserving state regula- 
tion of insurance, but I can think of 
no better way of inviting federal reg- 
ulation than for life companies to com- 


mence selling such contracts to the 
public.” 

Mr. Ecker suggested that once fed- 
eral supervision is established over 
any part of the business conducted by 
life insurance companies, “there is no 
telling where it will end.” 

Stockholders of Liberty National 
have voted to increase capital from $6 
million to $7.5 million through declara- 
tion of a 25% stock dividend payable 
April 17 to stock of record March 31. 
The directors earlier this year delcared 
a 34 cent per share dividend. 








This reproduction is one in a series of eleven original oil paintings 
by Walter Haskell Hinton which portray little-known events in the life 
of our Country's first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 
visit us and view the original paintings which hang in our 


Home Office gallery. 


Washington Vatconal 


INSURANCE COMPANY 


EVANSTON, ILLINOIS ne 


LIFE 
ACCIDENT ¢ SICKNESS 
GROUP MEDICAL 
HOSPITAL SURGICAL 





George Washington spent his 
boyhood years on Ferry Farm near 
Fredericksburg, Virginia. A born 
horseman, he soon became 
recognized as a skilled equestrian 
in a nation where horsemanship 
was part of everyday life. 





ARCHITECT'S SKETCH OF OUR NEW HOME OFFICE BUILDING 
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MIDYEAR NALU REPORT: 
Social Security Has 
No Right To Adopt 
‘Insurance’ Label 


The report of the social security com- 
mittee of National Assn. of Life Under. 
writers suggests a campaign to induce 
Congress to outlaw the use of life in- 
surance terminology “in all avenues of 
communication of social security in. 
formation to the public and in the 
social security act itself.” 

The report was drafted by Albert 
C. Adams, John Hancock, Philadelphia, 
chairman of the committee. It was 
adopted at the NALU midyear meeting 
at Minneapolis. 

The report urging a vigorous continu- 
ation of NALU’s effort to persuade 
Congress not to over liberalize social 
security benefits. 

Concerning the use of insurance 
terminology, the proposed report con- 
tinues: 





Taxes Are Not “Premiums” 


“For example, the taxes paid by 
employes and employers are not ‘pre- 
miums’ in the customary sense of the 
word. They are social taxes and con- 
fer no rights or benefits other than 
those appropriated at the will of 
Congress, which has full power to 
raise, lower or omit benefits without 
regard to taxes. Nor is a social se- 
curity card ‘an insurance policy” or 
like one, because the latter is a con. 
tract and there is no contract betwee 
the government and the payer of so- 
cial security taxes. 

“The extensive use of insurance 
terminology by administrators and 
employes of the Social Security Ad- 
ministration in its pamphlets and pro- 
motional activities have encouraged 
the public to look on social security 
benefits as a contractual right. This 
is understandable if taxes are alluded 
to as ‘premiums’ and a social security 
card is likened to ‘an insurance policy.’ 
But will the public understand that 
life insurance and social security are 
completely different especially when 
the new report of the advisory council 
on social security financing prefaces 
its findings with this comment: 


Income Not Assured ¢ 

“For millions of Americans the so- 
cial security benefit will spell the dif- 
ference between deprivation, on the 
one hand, and an assured income pro- 
vided on a basis consistent with self- 
respect and dignity, on the other.’ 
Nothing in the law states that such 
an income is assured. Nor is there 
any assurance that Congress will re- 
tain benefits at a. level ‘consistent 
with self-respect and dignity’ when 
in view of past history the tax load 
gets to be approximately one-tenth 
of the national payroll in addition to 
federal and state income taxes. 

“The whole character of the pro- 
gram has moved from a ‘floor of pro- 
tection’ to a program purporting to 
provide ‘an assured income on 4a 
basis consistent with self-respect and 
dignity.’ 

“Our experience seems to prove 
that unless we pick up a lot of friends 
along the way, it is improbable that 
NALU will be able to bring about 4 
cessation of the use of insurance 
terminology which has conditioned 
the public mind to a grandiose 
for social security in the lives of the 
people. However, we can register 4 
protest. We feel it is advisable to draft 
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a resolution to Congress and the So- 
cial Security Administration calling 
for an end to the use of life insur- 
ance terminology, in any way and all 
descriptions of benefits and taxes, in 
all the avenues of communication of 
social security information to the pub- 
lic and in the social security act it- 
self.” 

Frankenstein Monster 


“It is not in keeping with our pro- 
fession and responsibilities, as cham- 
pions of individual thrift and security, 
to ignore the possibility that over 
zealous administrators of the social 
security act will create in the public 
consciousness a modern Frankenstein 
monster in the image of life insurance 
that Congress would be powerless to 
restrain.” 

The document takes issue with part 
of the recent report of the special 
advisory council on social security 
financing, asserting: ? 

“We are told that the increases in 
the tax rate and tax base voted in 
1958 will restore a margin of income 
over outgo for some years to come, in 
contrast to the excess of outgo over 
income experienced in 1957 and 1958 


SUN LIFE 
REPORTS 
10 YOU 


For the Sun Life — one of 
the world’s great life 
insurance companies — 1958 
was a year of sound business 
expansion. The company 
enters its 89th year of public 
service justifiably proud of 
its representatives and the 
product they market — 
personal and family 
protection and security 
through life insurance. 








Highlights of the year 


® New life insurance sold during 
1958: $990,409,536. 


@ Life insurance in force at 
Dec. 31st, 1958: 
$8,357 ,666,274. 


@ Paid to Sun Life policyholders 
and beneficiaries during 
1958: $159,337,179. 


@ Total benefits paid since 
organization: $3,455,292,753. 

® Dividends payable to policy- 
holders in 1959: $36,261,000. 






<-> SUN LIFE 
OF 








and in prospect for 1959. 

“Although the advisory council’s re- 
port states that the present method 
of financing, with ‘scheduled’ tax in- 
creases in 1960, 1963, 1966 and 1969, 
‘makes adequate provision for meet- 
ing both the short-range and long- 
range costs,’ the same report later 
suggests, strongly, that benefit sched- 
ules will continue to rise. It further 
states, ‘The cost estimates underlying 
the contribution schedule can be in- 
terpreted to imply that if earnings 
rise there will be an upward adjust- 
ment of benefits and of the earnings 
base.’ The same probability is also 
stated in a footnote of the report 
which states that, ‘as a practical mat- 
ter, however, it may be expected... .’ 
Thus, if the council’s own observations 
are borne out, the relative increase 
in social security cost will be even 
more pronounced than indicated in 
the tax schedule projected in the 
present law. Moreover, it is known 
that Congress has raised benefits 
without raising taxes, but has yet to 
raise taxes without increasing bene- 
fits.” 


John Hancock Creates Unit 


For Industrial Relations 

John Hancock has created an indus- 
trial relations unit within the regional 
organization of the district agency de- 
partment. Purpose of the new unit, 
which will be headed by William O. 
Murdock, director of industrial rela- 
tions, is to maintain effective commu- 
nications between home office and the 
field force. 

Mr. Murdock will be assisted by 
John E. Higgins, regional office super- 
visor; Maurice P. McKenna, regional 
supervisor administration, and Charles 
S. Wilson, supervisor of field training. 


San Antonio Insurance Club Elects 

Insurance Club of San Antonio has 
elected G. Charles Childre, Texas Con- 
tinental Life, president. Other offic- 
ers are Lelon Cude, Ist vice-president; 
Forres Wood, 2nd vice-president; C. A. 
Potts, treasurer, and J. Ross Blackford, 
secretary. 


Iowa Assn. of A&H Underwriters 
will hold a sales congress in Des 
Moines, April 17, 9 am. to 4 p.m., 
Savery Hotel. 








HALF-BILLION MILESTONE—At 
home office ceremony commemorating 
Colonial Life’s attaining half a billion 
dollars of life in force, Richard B. 
Evans, president, looks on as Hartley 
J. Phillips, East Millstone, N. J., high 
school student, cuts cake. Policy issued 
to young Phillips brought Colonial over 
the $500 million mark. 


United Fidelity Plans 
10-Story HO Addition: 
Will Double Space 


Plans for a multi-million dollar 10- 
story addition to the home office of 
United Fidelity Life have been an- 
nounced. The new building will occupy 
an entire island-block in the down- 
town Dallas business district. 

United Fidelity purchased two addi- 
tional buildings adjacent to the origi- 
nal building which added some 12,000 
square feet to the company’s property. 


13 


TV Professor To Speak At 
Round Table Sponsored By 
Bankers National Life 


Dr. Harvey E. White, professor of 
physics at the University of California 
at Berkeley, who is conducting NBC- 
TV network’s “Continental Classroom” 
course in atomic age physics, will 
speak on “The Implications of Teach- 
ing the Largest Class in History” dur- 
ing the program of the annual break- 
fast round table of Montclair (N. J.) 
State College, April 1. 









The GUARDIAN 





LIFE e ACCIDENT & HEALTH e PENSION 


An exceptional policy for the 


“Senior 


Partner” 





aeuees 


GUARDIAN’S PR-85 


For a client over age 50 — either an individual or a 
principal in a business insurance case — GUARDIAN’S 
Preferred Risk 85 is now a more attractive buy than 
ever. It offers low premiums, high cash values, 

higher dividends than ever before on our 1959 scale — 
plus the important advantage of flexible new 

policy provisions, for solving business and 

tax insurance problems. 


General insurance brokers and surplus writers are cordially 
invited to call the nearest Guardian manager for full in- 
formation, or write... 


Life Insurance Company 


OF AMERICA 


A Mutual Company @¢ Established 1860 
SO UNION SQUARE, NEW YORK 3, N. Y. 


PLANS e GROUP 
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Knapp Heads GA Assn. 
Of Mutual Benefit Life 


Alex M. Knapp, Baltimore, was 
elected president of Mutual Benefit 
Life’s general agents association at its 
annual meeting at the Boca Raton 
(Fla.) Club. 

Others elected were Lawrence W. 
McDougall, Cleveland, vice-president 
and Edward L. Rosenbaum, New York 
City, secretary-treasurer. 

Elected directors were Kenneth R. 
Bentley, Danville, Ill.; Charles L. Do- 
ane, Omaha; John A. Erskine, Pitts- 


F2eNATIONAL UNDERWRITER 


burgh; Solomon Huber, New York City; 
Russell B. Knapp, New York. City; 
Lyford B. MacEwen, Manchester, N. H., 
and the three new officers. 


OK New Mortality Table In Wash. 
Gov. Rosellini of Washington has 

signed the bill which provides for 

adoption of the new mortality table. 


Aid Assn. for Lutherans has ap- 
pointed the Brady Co. of Appleton, 
Wis., to handle its advertising and 
sales promotion. 





ore Than Lip 


Service! 


THIS “STAR OF THE NORTH” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness . . . a com- 
pany which gives more than lip service to a 


formula that works! 


THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 








ay Ved a 


results. 


IN ADDITION, 
writing Division recently has applied these \ 
same principles to the unlimited frontiers of 
Pension and Profit-Sharing 
Plans; Estate Planning; Wills and Trusts; 
in a unique 


Programming; 


Taxes; and, 
Insurance. 


is the 


North” 


with... 


pe ni-m, [eli ag. 








men who spend theii 
with the Field, 
demonstrating how these 


TOP THIS OFF with a better paying in- 
centive contract, incorporating an unusual 
combination of persistency fees, and you 
have the reasons why the “Star of the 
guiding light to many a 
successful agent who has found himself 


The A gent-Minded 


MINNESOTA 
MUTUAL 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


Indict Indiana Insurer 
Head On SEC Violation 


Philip H. Meade, president of Farm 
& Home Ins. Co. and Farm & Home 
Agency of Indianapolis is free on $2,- 
000 bond after indictment by a fed- 
eral grand jury on a charge of violating 
Securities & Exchange Commission 
stock sales regulations. E. Bernie Shel- 
ton, a former vice-president of the 
company, and two other men were also 
indicted. 

One count of the indictment was on 
conspiring with five other men in the 
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sale. of securities interstate withoy 
registering with the SEC. The remain. 
ing six counts charge Mr. Meade with 
transporting such stock from Indian, 
to Illinois. The insurance company, jt 
is’ charged, issued 20,000 shares gf 
common stock in the names of two 
men who were dummies, in order ty 
conceal the true identities of the pur. 
chasers, who actually lived in an aq. 
joining state. According to the indict. 
ment, total sales not registered with 
the SEC were in excess of $785,009, 
representing more than 162,000 shares 
of stock. Assistant U.S. Attorney Mel. 
angton said the indictment involveg 
only the securities of the agency anq 
is not a reflection on the company oy 
the agency. 

Mr. Meade denied any guilt ang 
called the charge “unbelievable.” He 
said, “Neither the Farm & Home Ings 
Co. nor the Farm & Home Agency are 
involved. I have kept faith with oy 
stockholders and will continue to do 
so.” 

The four men will 
April 16. 


be arraigned 


Ellen Dougherty, 45 Year 
Veteran, Retires From 


Washington National 


Ellen J. Dougherty, Washington Na- 
tional’s first full time associate, retired 
from the company on completing 45 
years of service. 

Miss Dougherty was employed in 
1914 as a stenographer and general of- 
fice clerk for Washington National's 
co-founder, G. R. Kendall, in a one- 
room office in Springfield, Ill. After 
serving as a secretary for a number 
of years, she was made manager of 
the industrial policy issue division. 
Miss Dougherty has served in the 
district weekly premium claim divi- 
sion for the past five years. 


It's Now ‘Give And Get’ 





Agent, Minn. Rally Told 


The “give and get” agent has replac- 
ed the “go and get” man, Walter G. 
Gastil, Connecticut Mutual manager at 
Los Angeles, told the Minneapolis sales 
congress conducted by Minnesota Assn. 
of Life Underwriters. The give and get 
agent recognizes that values he receiv- 
es are in direct proportion to what he 
gives clients, he said. 

Mr. Gastil explained his philosphy 
as meaning concentrated effort to un- 
derstand the client’s problems and 
needs, then applying the _  agent’s 
special knowledge to make sure the 
client gets the right policy for the 
right amount, the right benefits and 
names the right beneficiaries. 





LIFE 
CONTROLLER/ASSISTANT 
CONTROLLER POSITIONS 

$9,000 - $16,000 


Currently w2 have available an extensive 
selec’ion of Life Controller/Assistant Con- 
troller and “‘heavy’’ Accountant openings. 
All of these positions are with medium/small 
well-established Companies offering rapid 
advancement plus ideal living conditions. 
Salary ranges offered $9,000 - $16,000. Areas: 
Middle West—East and Southern States. 
General specifications: age range thirty- 
forty-five, minimum seven - twelve years Life 
Home Office Controller Department experi- 
ence. All inquiries handled confidentially. 
Majority of these openings, employer pays 
all moving expenses and service charge. 

A postal card will bring “HOW WE OP- 
ERATE.” No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 : 
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Text Of N. Y. Life 
Letter On Raising 
Group Life Limits 


New York Life’s action in raising its 
group life limits so as to make itself 
competitive with 
other leading com- 
panies that are 
using considerably 
higher limits than 
those previously 
employed by New 
York Life was re- 
ported briefly in 
last week’s issue. 

Following is the 
complete text of 
the letter in which 
Executive Vice- 
president Dudley _ 
Dowell announced the company’s ac- 
tion to the field force: 





Dudley Dowell 


About a year ago, in answer to an 
inquiry as to our company’s “position” 
on the question of group limits, I wrote 
a letter which was widely quoted in 
the trade press. In substance it said 
that although we could not be categori- 
cal as to specific limits, in principle 
New York Life felt that some reason- 
able limits were desirable. 

(Mr. Dowell is here referring to his 
letter of Jan. 16, 1958, to Spencer L. 
McCarty, Provident Mutual, Albany, 
managing director of New York State 
Assn. of Life Underwriters, in which 
Mr. Dowell clarified New York Life’s 
then position on group limits.) 

That attitude, I indicated, was the 
company’s “guiding philosophy.” And 
I can add that the company was in fact 
guided by this philosophy of limits—to 
the extent that we did not accept some 
business which was otherwise attrac- 
tive. 

In making our position widely 
known through my letter, we wished 
to encourage further support of the 
basic principle it reflected. We sin- 
cerely hoped that, while there might 
not be unanimity in so complex a 
matter, some reasonable legislation 
based on this underlying view would 
be enacted in the larger industrial 
states. Unfortunately, that has not 
happened. 


In Highly Competitive Field 


Much as we might like to, there 
is no escaping competitive realities by 
our company. Our success and progress 
depend on getting our share of profita- 
ble business. We must be a strong, 
effective competitor in a very highly 
competitive field. To do that we have 
to be realistic. 

In the absence of any group limits 
that apply universally, a company 
must face the facts of life. It is not 
realistic for one individual company 
to establish group limits based on its 
own ideas as to what those limits 
might be, when the rest of the industry 
may have different ideas. In other 
words, if a company intends to com- 
pete in the group field, it cannot ignore 
what other leading companies are 
doing. 

Therefore, we have made up our 
minds. that within the limitations of 
remaining statutory provisions and 
the dictates of sound underwriting and 
good business procedure, New York 
Life is going to be a competitor in this 
field. We shall act in accordance with 
that decision. 

But let me make it clear that in line 
with this principle the maximum 
amount of coverage provided under 
one )ztticular plan might be quite 
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different from. that under another 
plan. The size. ‘and ‘type of the group, 
the amount ‘of prémium, the margin 
and other factors all enter in the pic- 
ture. For example, in some instances, 
maximum coverage of, say, $400,000 
or $500,000 might be much safer than 
a $50,000 maximum under another set 
of facts. 

I concluded my letter a year ago 
with this paragraph: “It seems to me 
that even in situations where execu- 
tives may have sizeable amounts of 
group insurance, an important need 
for ordinary insurance invariably ex- 
ists. This is the place where a well- 
trained agent’ can effectively bring to 
bear his knowledge of business and 
personal insurance programming.” 

In concluding this statement, I 
would like to repeat, and underline, 
that same conviction. 


Sun Life of Canada has awarded its 
director of agencies trophy to Frank S. 
Sottile, unit supervisor at West Hart- 
ford, Conn. Runners-up for the trophy 
were N.S. Ross, Houston; J. J. Com- 
mand, Baltimore; S. A. Plummer, 
Flint, and L. G. Katz, Houston. 


Mutual Benefit H.&A. 
To Insure National 
League Ball Clubs 


National League baseball teams will 
be insured during their travels this 
season by Mutual Benefit H.&A. The 
plan, arranged by Marsh & McLennan, 
will pay accidental death and dismem- 
berment benefits for injuries ‘sustained 
while in transit. 

Last year the company provided 
similar coverage for the Los Angeles, 
Pittsburgh, Montreal, St. Paul, Omaha 
and Louisville ball clubs. 


Pittsburgh Agents Name. 


Leax Executive Secretary 

William F. Leax has been appointed 
executive secretary of Pittsburgh Life 
Underwriters Assn. He entered life in- 
surance in 1946 at Pittsburgh with the 
Weidner agency of Reliance Life. Mr. 
Leax has been cashier of the agency— 
now of Lincoln National Life. 


The Hamill agency of Postal Life at 
Rochester, N. Y., has moved to larger 
quarters at 140 East Avenue. 





Tells LAMA What 
Guarantee Mutual 
Does Wrong, Right 


A candid review of what Guarantee 
Mutual Life has done “wrong”, done 
“right” and done “best” was presented 
by J. D. Anderson, executive vice- 


president Guarantee Mutual, at the 
LIAMA agency management confer- 
ence in Chicago. Mr. Anderson was 
one of the five men speaking on this 
topic. 

The first “wrong,” according to Mr. 
Anderson, “is that we have comprom- 
ised our conviction on the qualifica- 
tions of new men, both agents and 
general agents. We are fulfilling our 
responsibility now, however, and do- 
ing a much better job. 

“Second, we have joined the gen- 
eral agents in wishful thinking that a 
man with an early failure pattern was 
just about to hit his stride in pro- 
duction when the record proved oth- 
erwise. The general agent now has 
only one way left to continue a man 
who has not qualified, and that is to 
agree to accept all the loss on a man 

(CONTINUED ON PAGE 23) 
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Interest in this vital protection, particularly for executives and key 
personnel, is growing rapidly. 


Provident is a pioneer and leader in this field. We offer: 


Conventional plans, one-year renewable term, tailored to fit the 
sick leave program and other needs of the particular risk. 


Non-Cancellable, guaranteed renewal coverage, at level premium, 
likewise tailored to individual needs, with or without guaranteed 
right of conversion. 


Provident’s exclusive 10/12 Plan, long term guaranteed benefits, 
at guaranteed cost for groups as small as five. 


Ask us for details. Give us an opportunity to help design a program 
to fit the needs of your ‘prospect. 
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Company Statements Reflect Gains In 1958 


CONNECTICUT GENERAL 


Connecticut General in 1958 wrote 
a slightly larger volume than in 1957. 
Group life business, a sensitive reac- 
tor to economic trends, declined dur- 
ing early months of 1958, but ended the 
year on the rise. Total individual life 
insurance sales amounted to $654,939,- 
873. Total life insurance in force at 
year-end was $9,654,241,500. Premium 
income from all lines was $335,494,837. 
Benefit payments exceeded $188 mil- 
lion; up more than $7 million. Three- 
fourths of benefit payments went to 
living policyholders. 

The company added $4.6 million to 
special reserve funds, largely to meet 
expected future payments to annui- 
tants, who will receive more payments 
as longevity improves. The increase 
in funds for policyholders’ and bene- 
ficiaries' security was $9,404,758. 


FIRST COLONY LIFE 


First Colony Life’s ordinary and 
group life sales in 1958 were $7,743,465, 
up 72%. Life in force at year end was 
$15,118,128 against $8,733,619. Premium 
income was $228,793, up from $119,497. 
Net investment income was $71,299 
compared with $65,632, and policy re- 
serves increased $72,997. 


GREAT NATIONAL LIFE 


Life in force totaled nearly $185 
million in 1958 and assets were ap- 
proximately $39 million. Benefit pay- 
ments came to $2,318,830. Income from 
investments totaled $1,590,210, a gain. 
Capital and surplus funds increased 
$389,370 for an over-all total of $2,731,- 
252. Policy reserves increased $2,489,- 
893 to $32,962,851. 


GREAT SOUTHERN LIFE 


New business of Great Southern 
Life in 1958 amounted to $121 million, 
bringing insurance in force to $958 
million. Assets exceeded $204 million, 
compared with $189 million at the end 
of 1957. Capital, surplus and contin- 
gency reserves rose from $23 million 
the previous year to $27 million. 


MASSACHUSETTS MUTUAL 


Massachusetts Mutual’s insurance in 
force at year-end was $6,737,481,959. 
Insurance sold in 1958 totaled $1,101,- 
999,279. Benefit payments amounted 
to $185,755,035. Dividends set aside 
were $39,369,861, and assets were $2,- 
215,065,874. Net rate of interest on 
invested assets before deductions for 
federal income tax was 3.98%. 


NATIONAL BANKERS LIFE 


Total income of National Bankers 
Life in 1958 amounted to $9,719,705, 
an increase of $233,715. Benefit pay- 
ments of $4,506,761 were $327,916 
more than the previous year. Assets 
amounted to $18,165,398, capital was 
$2,424,512, and life insurance in force 
reached $76,540,221. 


NEW ENGLAND LIFE 


Assets of New England Life at year- 
end were $2.024 billion, up 8%. Life 
insurance issued in 1958 was $931 mil- 
lion, of which $759 million was indi- 
vidual insurance, up 6.3%. Additions 
and revivals of $18 million brought 
total individual insurance issued to 
$777 million. 

Group term sales of $109 million 
were off 5%. An additional $45 million 

net increases to existing plans 

rouent ai group issued to $154 mil- 


Pirst cminums on group 


annuities and A&S policies were $5 
million, an increase of 33%. 

Insurance in force reached $6.068 
billion, up 9.4%. Individual insurance 
in force rose 8% to $5.472 billion and 
group term in force increased 27% to 
$596 million. Income for the year was 
$270.2 million, a gain of $20.7 million. 
Of this amount $193.1 million was pre- 
mium income, up 8.1%, and invest- 
ment income was $77.1 million, up 
8.9%. 


Average rate of return of 4.97% on 
new investments of $205.8 million in- 
creased the gross rate of return on to- 
tal assets. Net rate after expenses, but 
before taxes, was 3.97%, up 10 basis 
points. Average size of new individual 
policies issued was $10,434, compared 
with $9,207. 

Benefit payments were $100.5 mil- 
lion, of which $63.6 million went to 
living policyholders. Dividend pay- 
ments were $33.3 million, up $2.1 mil- 
lion. Unassigned surplus increased 
$10.5 million to $143 million or 7.08% 
of total assets. Not included in this 
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figure are two special reserves total. 
ling $79.3 million to provide for flucty. 
ations in the securities markets. 


NO. AMERICAN ACCIDENT 


Insurance in force of North Ameri. 
can Accident increased $117 million ip 
1958 to $264 million. A&S premiums 
for the year were $14.3 million. The 
company added $2 million to surplus 
and $4 million to assets. 


OCCIDENTAL OF CALIFORNIA 


Sales in 1958 reached an all-time 
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high of $1,440,738,067, an increase of 
19.25%. Individual life sales totaled 
$1,082,265,854, an increase of 20.49% 
and the first time individual policy 
sales exceeded $1 billion in a single 
ear. 
. Group life sales came to a record 
$358,472,213, an increase of $48,456,410. 
Life in force at year-end was $7,999,- 
182,680. A&S premiums, including 
group and individual, were $1,289,252 
ahead of 1957 for a total of $82,907,547. 
Assets as of Dec. 31, 1958, were 
$690,153,789, an increase of $65,228,513. 
Benefit payments amounted to $133,- 
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338,272, up more than 11%, bringing 
total benefits paid to $940,799,490. 


PRAETORIAN MUTUAL 
Insurance in force of FPraetorian 
Mutual Life amounted to $78,858,000 
in 1958. Assets increased $1,377,000 to 
$23,957,000, and benefit payments 
amounted to $1.5 million. 


SOUTHLAND LIFE 
Insurance in force of Southland Life 
increased 54.6% to $1,237,361,246 over 
a five-year period ending Dec. 31. New 


business over the same period rose 
49.4% to $203,930,726. Total income 
was $39 million, up 39.3%. 

Assets increased 39.9% in five years 
to $224,101,656, and capital, surplus 
and contingency funds amounted to 
$12,164,046. Benefit payments in 1958 
were $16,691,376, of which 65.7% went 
to living policyholders. 

Stockholders approved a cash divi- 
dend of $1.75 per share to stockholders 
of record Feb. 27. Also, an additional 
share will be paid as a dividend for 
every three shares held by stockhold- 
ers of record April 24. The 3344 stock 
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dividend will increase the total of 
shares outstanding to 400,600. 


STATE FARM LIFE 

State Farm Life paid-for ordinary 
business was $276,448,951 in 1958, 4.6% 
above 1957. Insurance in force increas- 
ed 10.6% to $1,319,678,643. Premium 
income reached $33,289,559, an 8.9% 
gain. 

Assets were $164;243,318, an increase 
of 15.2%. More than $2 million was 
added to policyholders’ surplus, bring- 
ing the year-end total to $20,339,637. 


UNITED AMERICAN 
Insurance in force of United Ameri- 
can Life reached $93,681,517 at year- 
end. Net premium income was $2,119,- 
998 and assets amounted to $13,088,- 
596. 


U.S. M anagers Of 
Sun Life Of Canada 
Meet At Montreal 


United States branch managers of 
Sun Life of Canada met at the home 
office for a conference on current de- 


George W. Bourke, president of Sun 
Life of Canada, right, presents presi- 
dent’s trophy for best all round per- 
formance among U. S. branches to 
R. D. Ekblad, manager at Houston. 


velopments in marketing techniques, 
agency service and pre-contract train- 
ing for agents. 

George W. Bourke, president, and. 
A. M. Campbell, executive vice-presi- 
dent, welcomed the managers and 
reviewed Sun Life’s 1958 sales achieve- 
ment. At year-end, Sun Life had $8,- 
357,000,000 life in force, one-third of 
which is on U. S. lives. 

W. R. Walters, superintendent of 
sales promotion and training, dis-- 
cussed pre-contract training for agents 
and listed its advantages as: better se-- 
lection of agents; sounder decisions on 
the part of the prospective agent; low- 
er turnover; low financing losses; at- 
tracts high calibre personnel who- 
might otherwise be overlooked; creates 
better morale within the agency; gives. 
impetus to recruiting, and gets new 
personnel off to a fast start. 


The Columbus branch of Travelers: 
has moved to new and modern quarters: 
at 395 East Broad Street. The official 
opening took place on March 6 with an. 
open house for the insurance fraternity. 
H. Marshall Sickel is manager of the- 
life and A&S department and O. P. 
Ruffing is manager of the casualty, 
fidelity and surety department. 

General American Life sold 29.3% 
more ordinary life in February of this 
year than in the same month last 
year. 
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File Final Order On 
Columbus Mutual 
Surplus Ownership 


U. S. district court at Columbus has 
filed a final opinion and order declar- 
ing that Columbus Mutual Life pol- 
icvholders own the company’s $18 
million surplus. A similar ruling had 
been issued Dec. 4 but the filing of a 
final judgment was withheld pending 
further hearings. 

A suit brought on behalf of a few 


policyholders of Columbus Mutual 
claimed the directors of Ohio State Life, 
after obtaining control of Columbus 
Mutual, attempted to take over the 
surplus for Ohio State’ Life stockhold- 
ers by amending the Columbus Mu- 
tual charter. The court enjoined Ohio 
State Life from amending ‘the Colum- 
bus Mutual charter and ruled the sur- 
plus of Columbus Mutual belongs to 
the mutual plan policyholders, subject 
only to the limited rights of stockhold- 
ers to receive dividends not to exceed 
10% on the par value of their stock. 
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Five Companies Host 
To ALC Regional At 
Houston On April 2-3 


Five Texas life companies will host 
the two-day regional meeting of Amer- 
ican Life Convention at Houston, April 
2-3. More than 150 executives of 55 life 
companies will meet at the Shamrock 
Hotel to discuss current industry 
problems. R. E. Irish, president of Un- 
ion Mutual Life, and also ALC presi- 
dent, will preside. 





J. ARTHUR COPE entered the life insurance business as Agent in 1936. He became Home Office Agency Assistant; and later served 







...the man who thinks he knows all that’s to be learned is 
losing important selling opportunities. What he knew yes- 
terday isn’t enough to keep up with competition today.” 


“That’s a pitfall any salesman can drop into easily enough, 
Mr. Cope. How do you help your producers avoid it?” 


“By actually showing them how much they have to learn, 
no matter how long they’ve been selling. Berkshire’s con- 
tinuous Training Program does this successfully by using 
such advanced techniques as Cinematic Learning. This 
enables the Agent himself to pinpoint his own competitive 
veaknesses and helps him overcome them. The program 


akes it possible to continuously improve and increase 
income,” 
> sort of vrogram that makes the 
b and an opportunity.” 


as Assistant Manager in Detroit, and in Hartford. He was appointed General Agent in Hartford for Berkshire Life Insurance Co. in 1953. 


» “Insurance 
% isnta ~ 
‘know-it-all’s 
business... 


“Right. And you set the limits of that opportunity accord- 
ing to your desire and ability to grow with a Company whose 
108-year reputation for sound management and service to 
policyowners has attracted some of the industry’s finest 
Home Office and Field Management men. I would advise any 
young man who seeks a future in Life Insurance that 
today Berkshire offers the greatest potential for per- 

sonal growth in 

the industry.” 
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The host companies are: American 
General Life; Commercial & Indus. 
trial Life; Great Southern Life; South 
Coast Life, and American National, : 

The ALC regional meetings are off. 
the-record discussions, and there are 
no formal speeches. Topics for discus. 
sion are submitted by member com. 
panies and these are arranged in ap 
informal agenda. Any registrant may 
bring up other topics from the floor. 

A group luncheon is planned ‘for 
Thursday afternoon and a reception jg 
being given by the five host companies 
in the evening: 

A special event of the meeting fea. 
tures an investment and financial ses. 
sion on Friday afternoon led by Perry 
S. Bower, vice-president and treasurer 
Great-West Life, and. chairman ALC 
financial section. Mr. Bower will also 
address the group on Thursday after. 
noon on the general financial picture. 

Two other regionals have been 
scheduled: Birmingham, Ala., April 13. 
14, and St. Paul, Minn., May 7-8. 


California Attorneys, 
Life Men Reach Terms 


After more than five years of nego- 
tiations, both the California bar associ- 
ation and California State Assn. of 
Life Underwriters have approved the 
National Statement of Principles for 
Cooperation Between Lawyers and 
Life Underwriters. 

The state bar has nominated its 
representatives to a permanent con- 
ference committee called for in the 
agreement. Three representatives from 
each organization will sit on the com- 
mittee to hear violation complaints, 
The life association is expected to 
name its representatives in the near 
future. 

Agreement on the _ statement of 
principles and interpretive rules was 
reached by the two organizations dur- 
ing three days of negotiation at the 
American Bar Assn. convention in Los 
Angeles last August. The final bar 
approval came last month. Approval 
was voted by the life association’s 
board in December. 


Real Estate Investment 
Bill Advances In Nebraska 


A bill to allow domestic companies 
with policyholder surplus of more than 
$1 million to invest in real estate 
within the state has been given pre- 
liminary approval by the Nebraska 
legislature. 

The bill, which was introduced in an 
effort to attract insurance company 
financing for urban renewal projects, 
would allow companies to invest up to 
5% of their admitted assets in real 
estate. Only legal reserve life com- 
panies are permitted to make such 
investments under present law. 


Cal. Blue Shield Extends 


Brokerage Commissions 


California Physicians Service (Blue 
Shield) will pay brokerage commis- 
sions on new groups of 10 or more 
lives. Previously, commissions were 
paid only on groups of 75 or more 
lives. The commissions will be in line 
with those of insurers writing group, 
according to E. R. Paolini, vice-presi- 
dent and general manager. 

Israel Siegel, recently retired agent 
of Metropolitan Life at Bayonne, has 
been named executive secretary of the 
New Jersey State Life Underwriters 
Assn. and of Newark Life Underwriters 
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Skill As Business 
Man Key Factor In 
Succeeding As GA 


To reach his full measure of success 
and development, a general agent must 
become a_ sound 
business man, 
Charles G. Heitze- 
berg, vice-presi- 
dent in charge of 
agencies, told the 
annual meeting of 
Mutual Benefit 
Life’s general 
agents association, 
held at the Boca 
Raton (Fla.) Club. 

“All of us know 
that the general 
agent of today has 
a many-sided job, one of the broadest 
jobs I know of,” Mr. Heitzeberg said. 
“It extends all the way from the selec- 
tion, training and supervision of agents 
down to one of his final acts, providing 
succession for leadership in the agency. 

“Certainly one of the most funda- 
mental jobs you do is training. The 
continuous training of your associates 
is one of your prime responsibilities 
and one of your prime opportunities 
for agency development. You do a 
good job of it. The results prove that. 





C. G. Heitzeberg 


Management Needs Training, Too 


“There’s another facet of training 
that isn’t quite as obvious as the con- 
tinuous training of agents, and that’s 
this matter of the continuous training 
of field sales management—supervi- 
sors and general agents. In the main, 
you do a fine job of helping your su- 
pervisors develop. The addition of 
them to the ranks of the general 
agents in the last several years is liv- 
ing evidence of your ability in this 
field. 

“However, by and large, I have the 
feeling that we have not done as effec- 
tive a job in training general agents as 
we might do. We are learning. We are 





Lists Sure Ways To 
Fail As A Manager 


The agency manager who reads all 
the books on agency management and 
attempts to follow the plans set out 
by the authors is a good bet for fail- 
ure, members of San Antonio Life 
Managers Club were told. Stanley Cole, 
vice-president and agency director 
Government Personnel Mutual Life, in 
his talk on “How to Fail as a Manager,” 
said that men are individuals and that 
imitation spells failure. 

Unless the manager has the correct 
concept of what he is building, he will 
not succeed, Mr. Cole said. Lack of 
organized effort, especially in pros- 
pecting, is another cause for failure. 
He warned against making the mis- 
take of leading men by the hand in- 
stead of developing in them the self- 
reliance which will enable them to 
grow into worthwhile producers. 


Milwaukee Lite Cashiers Elect 

Harold M. Benitz, Prudential, has 
been elected president of Milwaukee 
Life Insurance Cashiers Assn.; Mildred 
Clatworthy, Mutual Benefit Life, vice- 
president; Jerome Glowinski and Frank 
X. Maier, Old Line Life, secretary and 
treasurer, respectively. 


Thirty-four Fidelity Mutual Life 
agents from twenty agencies in fifteen 
States met at the home office during 
February and March to attend semi- 
Nars for new agents. 
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constantly developing new techniques 
and new procedures geared ioward 
on-the-job training, particularly in the 
important area of business manage- 
ment. 

“One of the knottiest problems for 
our home office sales management is 
the problem of ‘helping our general 
agents become better business men. 
Most men who fail in general agency 
work do not fail for lack of technical 
competence. They do not fail for lack 
of recruiting ability, nor do they fail 
for lack of abilities in training and su- 
pervision. 

“Almost without exception they fail 
because they are poor business men. 
They do not grasp their dual responsi- 
bilities as sales managers as well as 
business managers. 

“The bright side of the coin is obvi- 
ous. Most of our general agents either 
already are, or are capable of becom- 
ing sound business men. And in a good 
many cases we have involved, and will 
continue to involve ourselves in the 
business management of newer grow- 
ing agencies. We have that obligation 
to those general agents, just as you 
have that obligation to all your agents 
who are not thoroughly established.” 
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Self-Regulation By 
Field, Companies 
Urged By Palmer 


BOCA RATON, Fla.—Regulation of 
the life insurance business must come 
from within the industry, or there will 
be further regulation by state insur- 
ance departments to correct some of 
the “divisive selling techniques” that 
exist today. This was the warning of 
H. Bruce Palmer, president of Mutual 
Benefit Life, in his speech before the 
company’s general agents association 
meeting at the Boca Raton Club. 

“It behooves us all,” Mr. Palmer 
declared, “the home office and the 
field as well, to put such restraints 
upon our sales methods as are neces- 
sary to preserve all those fundamental 
principles that have made life insur- 
ance great. If we do not regulate our- 
selves, more restrictive state supervi- 
sion is coming. 

“In the use of minimum deposit and 
bank loan techniques, we sometimes 
overlook the true role of the reserve 
as a means of leveling premiums. Any 


SELLING AND THE 
FOURTH DIMENSION ... 


Time is the fourth dimension, and its 
most valuable unit is that moving 


inch of reality known as now. 


However, by combining it with 
energy (also known as work), our 
field force is using it to produce a 


lot of new business. 
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sales-prompted hypothecation of that 
reserve is tampering with the basic 
purpose of the reserve and can only 
result in poor persistency and dim- 
inished confidence in our business.” 

Bringing the problem of self-regu- 
lation closer to home, Mr. Palmer 
told the general agents, “Your own 
company, Mutual Benefit, will tighten 
underwriting rules in regard _ to 
bank loan and minimum deposit 
business. We believe we should reject 
any business not sold on a sound ba- 
sis of need and on the ability of the 
policyholder to undertake permanently 
premium payments over the lifetime 
of the contract.” 

Turning to the mutual fund contro- 
versy, Mr. Palmer said, “There has 
come into existence another divisive 
selling technique which has made use 
of other investment media for the re- 
serve portion of the policy. The agent 
is under a dual commission induce- 
ment when he sells mutual funds to 
replace the investment feature of the 
reserve. We have no quarrel with the 
investment use of such funds but ask 
you to regulate voluntarily such divi- 
sive selling before it is necessary to 
impose company regulations. 
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Editorial Comment 
The Hidden Values Of Sales Congresses 


The currency of any goed life agent 
is the time he spends prospecting, con- 
tracting and selling, and a day spent 
at a sales congress can represent to him 
a considerable loss of income unless 
he gets at least as much in return. If 
he makes between $10,000 and $15,000 
a year, he is out $40 to $60, plus admis- 
ion charge, for the privilege of sitting 
still all day to listen to a series of 
speakers expound on their formulas for 
greater sales and bigger commissions. 

Certainly, the average agent can pro- 
bably carry away from one of these 
meetings a nugget that some day may 
cinch a closing, but is this enough to 
justify sacrificing a day’s commissions 
today? If, he instead turned to sales 
magazines, books and house organs for 
home reading, would he not then be 
free to spend a sales meeting day in the 
field where, from the standpoint of im- 
mediate income, he could do himself 
the most good? 

Why, then, is he willing to forfeit a 
day’s pay, plus box office fees, for 
something he could pick up in his spare 
time? Is it because sales hints are not 
the enly benefits he can derive from a 
sales meeting? 

Every life agent worth his salt is a 
self-starter. This is one of the basic 
axioms of the business. But every so 
often even the best agent has to go back 
to the gas station and have someone fill 
up the tank. The fuel he picks up at a 
sales meeting takes a variety of forms, 
and the sales tip is not the only one. 

For example, there is his exposure 
to the successful men in the business. 
Most agents won’t even be conscious 
of it, but they’ll walk out of a sales 
meeting with an added prop to their 
egos—“If he can do it, so can I.” In 
this sense, a sales meeting can often 
serve as a reinforcer of an agent’s 
faith in himself. 

Then, too, every personal producer, at 
one time or another has experienced 
what is commonly known as the “sales 


doldrums.” And, depending on his own 
standards of production, a week, two 
weeks, even a month may have gone by 
without a closing; his sales momentum 
has slackened; he needs some of that 
get-out-and-sell fire lit under him. 
Here, again, a well planned sales con- 
gress can be an invaluable aid. 

And, finally, he renews that feeling 
of belonging to a business that provides 
a necessary service to the community 
and the attendant faith in the product 
of that business. An agent in the field, 
concerned primarily with the day-to- 
day hectic grind of making a living, 
can forget that one all-important factor 
in successful selling—belief in the prod- 
uct. If there is one thing that a cer- 
tain kind of speaker can impart to his 
audience, purposely or unknowingly, it 
is this. 

These are the sales meeting’s hidden 
values for the life agent. They are rare- 
ly apparent to the casual viewer, and 
not always to the agent himself. But if 
the program is in proper balance, the 
benefits to the agent will make the $40, 
or $100 that he losses in commissions 
that day like small change.—W. M. 





Personals 


John H. Ehn, general agent at Hart- 
ford of Mutual Trust Life, was hon- 
ored for 50 years’ service at the com- 
pany’s President’s Club convention at 
Hollywood, Fla. He was presented with 
an anniversary cake, a service pin by 
President Raymond Olson and an il- 
luminated scroll from the board. 


Edmund L. Zalinski, executive vice- 
president of Life of North America, 
in speeches before the Harvard busi- 
ness school club and the alumni lunch- 
eon club of the Wharton school of the 
University of Pennsylvania, discussed 
the life company’s organization and 
development. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 





















135 S. LaSalle St., Chicago, March 24, 1959 
Bid Asked 
Aetna Life 244 249 
Beneficial Standard. .................. 13% 1414 
Business Men’s Assurance 40'2 41% 
Cal.-Western States ...... 104 108 
Commonwealth Life ...... 24 25 
Connecticut General .... 347 352 
Continental Assurance 168 173 
Franklin Life ...........0000-. 76 78 
Great Southern Life .... 86 89 
Gulf Life 24 25 
Jefferson Standard ........ 93 95 
Kansas City Life ............ . 1600 1625 
Liberty National Life 57 59 
Life & Casualty ........... 21 22 
Life of Virginia ............... 51 53 
Lincoln National Life . 210 220 
National L. & A. ........ 115 117 
North American, Ill 17 18 
Nw. National Life 97 100 
Ohio State Life .. 320 340 
Old Line Life ............... 63 65 
Republic National Life . 72 74 
Southland Life .............. 125 130 
Southwestern Life . 142 148 
TR VORGED | i...ccsconcncttbanessenttilaaaniiaaie 90 92 
Writes, WE. ...cc.icncsmssscbsaieasocbbaee 36 39 


Deaths 


LAMAR C. JENNINGS, 53, district 
manager of Union Bankers at Jackson, 
Miss., died at his home. 


MRS. CHARLOTTE LIPSKY, wife 
of Louis Lipsky, president of East- 
ern Life, died. 


Form Group To Clarify 
Insurance Terminology 


A commission on insurance term- 
inology, designed to clarify and make 
more exact the language of the in- 
surance business, has been formed by 
American Assn. of University Teach- 
ers of Insurance. 

At the first commission meeting in 
New York, it was agreed the 
broad purpose was “to introduce, in 
an evolutionary way, greater clarity 
and exactness in insurance terminol- 
ogy.” 

Davis W. Gregg, president of Amer- 
ican College, was appointed chairman 
of the commission. 





NALU MIDYEAR 


Concern Felt Lest 
Group Take Bulk Of 
Keogh-Law Market 


MINNEAPOLIS—Considerable con- 
cern was expressed at the meeting of 
the field practices committee at the 
NALU midyear meeting here lest the 
group companies largely pre-empt the 
market among professional men and 
other self-employed individuals that 
would follow the passage of the 
Keogh-Simpson bill. The bill has 
passed the House and while it is given 
somewhat less than an even chance of 
passing the Senate, it is viewed as 
having an excellent chance of enact- 
ment next year. It gives the self-em- 
ployed somewhat the same tax break 
that employes receive under qualified 
retirement plans. 

The proposal was made that NALU 
ask the companies if they plan to 
write such business on a group basis. 
However, William H. Pryor, Connec- 
ticut Mutual, Wauwatosa, Wis., com- 
mittee chairman, said “I have a feel- 
ing we’ve tiptoed around and it’s time 
we should tell the companies what we 
want” instead of asking them. 


Amends Draft Report 





The committee amended its pre- 
liminary draft report considerably, 
mostly with respect to sections dealing 
with minimum deposit abuses. It elim- 
inated the expression of opposition to 
issuance of policies having a “built-in” 
premium payment plan contemplating 
automatic borrowing to pay premi- 
ums. Deleted also were sections re- 
ferring to situations when replace- 
ment might be considered to be in the 
policyholder’s interest. 

At the end of the section dealing 
with twisting and the formation of 
an insurance commissioners’ commit- 
tee to look into stricter controls, this 
language was added by the committee: 
“We also wish to emphasize the duty 
of NALU to cooperate in every way 
with NAIC to the end there will be 
more effective means of control.” 

The committee added to the report 
a suggestion by Roy Simon, Penn 
Mutual, Chicago, as a help to cor- 
recting replacement troubles. This 
would define the problem and the 
terms used, spell out the abuses, 
analyze what has been done toward 
correction by home offices, general 
agents, agents, and insurance depart- 
ments, development of a genuine co- 
operative solution by the above groups. 


15% Organization Expense 
Should Be Charged Only 
If Used, Illinois Rules 


Attorney General Castle of Illinois, 
at the request of Director Gerber, has 
issued an opinion holding that it is not 
proper for a company in the process 
of organization to deduct from sub- 
scription proceeds the maximum al- 
lowable amount of 15% if this max- 
imum, although authorized, is not ac- 
tually used. The company is limited 
in its deduction to the amount actu- 
ally expended for the purposes of 
organization, Mr. Castle says. 

In his inquiry, Director Gerber not- 
ed that companies being organized 
have without fail deducted the 15% 
regardless of whether it was necessary 
to pay commissions and other expenses 
in the sale of stock or subscriptions. 
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Bickley Leaving OSU 
For U. Of Texas 


John S. Bickley, professor of insur- 
ance at Ohio State University and 
well known to insurance men in all 
phases of the business because of his 
many activities affecting them, is 
leaving to become professor of insur- 
ance at University of Texas at the 
close of the present academic year. 

A native of Bethlehem, Pa., Mr. 
Bickley received his bachelor’s, mas- 
ter’s and doctor’s degrees from Uni- 
versity of Wisconsin and has done 
additional graduate work at Columbia, 
Harvard and University of Chicago. 
While a student, he was an agent in 
Detroit for Massachusetts Mutual Life 
and in Madison for Lincoln National 
Life. His teaching career, which was 
interrupted by army service during 
the war, includes assignments at the 
University of Alabama, University of 
Wisconsin and University of Wash- 
ington. He went to Ohio State in 1950 
as associate professor and became a 
full professor in 1956. 


Is Spark Plug Of Activites 


Mr. Bickley is a member of the ex- 
ecutive committee of American Assn. 
of University Teachers of Insurance 
and editor of the journal of that as- 
sociation. He is perhaps best known 
to insurance men for his work in 
promoting the annual insurance con- 
ference at Ohio State, involving all the 
major insurance groups in the state; 
as executive secretary of the Charles 
W. Griffith Memorial Foundation for 
Insurance Education at the university 
and as a director of the Insurance 
Hall of Fame there. Although he is 
officially listed only as “director” of 
the Hall of Fame, it is no secret that 
he has been the spark plug and the 
workhorse of this institution, as is the 
case with the other activities he has 
promoted. 


Iowa Blue Cross Asked 
To Offer Over 65 Cover 


DES MOINES—lIowa Hospital Asso- 
ciation has recommended that its two 
hospital insurance companies make 
individual hospitalization contracts 
available to persons 65 years or older. 
The two Blue Cross companies, Asso- 
ciated Hospital Service of Sioux City 
and Hospital Service of Des Moines, 
presently provide coverage for per- 
sons 65 or older only through group 
classification with about 60,000 Iowans 
over that age now covered. 

Iowa State Medical Society has an- 
nounced plans for Iowa Medical Serv- 
ice to provide more medical benefits 
for persons over 65 who have limited 
imcomes. Under their plan, a couple 
Over 65 whose combined income is 
less than $3,000 would be entitled to 
full coverage at a monthly cost of be- 
tween $4.50 and $5.50. 


Mutual Trust Life Makes Awards 

Mutual Trust Life has named the 
1958 winners of its highest award, the 
Edwin A. Olson Memorial achievement 
award. Agency winner was William 
Grof, Boston, and Frank Cole, Madi- 
son, Wis., was the agent winner. Pres- 
ident Raymond Olson presented the 
awards at the company’s President’s 
Club and Old Faithful League conven- 
tion at Hollywood, Fla. 


Institute of Life Insurance has is- 
sued a report on its annual meeting 
held in December, which contains the 
full text of the audio-visual presenta- 
tion, “Two Decades of Public Relations 
in Action.” 
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Object To Credit 
Cover Rules In N. J. 


New rules and regulations setting 
up standards governing issuance o 
credit life and A&S insurance in New 
Jersey drew praise and opposition at 
a public hearing at Trenton. The reg- 
ulations were drawn by the insurance 
department under the terms of a bill 
passed last year and would become 
effective next July 1. 

Chief opposition was to a table set- 
ting up standards for rates. The hear- 
ing officer, W. Harold Bittel, chief ac- 
tuary of the department, said the 
standards could be changed upon ap- 
plication to the department, but the 
burden of showing the need for 
change would be upon the applying 
insurer. The new law is a duplicate 
of the model one drafted by National 
Assn. of Insurance Commissioners and 
now in effect in New York and several 
other states. 

The proposed rules met their sharp- 
est challenge from Ronald Roberts, 
Old Republic Life. He declared that 
the department had “far exceeded its 
authority” and the regulations “ig- 
nored the statute entirely.” He ques- 
tioned the credibility of the depart- 
ment’s rates, adding that “we feel 
those figures are just a subterfuge 
and place a terrific burden on the in- 
surer.”’ 

The burden of proof is placed on the 
insurer, and though his company is 
very much for the NAIC model bill, it 
feels that the department does not have 
the authority to set rate standards. 
He was joined in the protest by Wil- 
liam Walsh of Consumers Credit In- 
surance Assn. and Edward Dunbar of 
Beneficial Finance. 

Under the proposed rules the month- 
ly rates per $1,000 would be $1 for 
less than $250,000; 85 cents for less 
than $1 million; 77 cents for less than 
$5 million and 69 cents for amounts 
over $5 million. 

Single premium rates were estab- 
lished at 35 cents for six monthly pay- 
ments of $250,000 or less, 64 cents for 
12 payments; $1.21 for 24 payments 
and $1.76 for 36 payments. For less 
than $1 million the payments would 
be 29 cents, 54 cents, $1.03 and $1.49; 
for less than $5 million they would be 
27 cents, 49 cents, 93 cents and $1.35, 
and for $5 million or over, 24 cents, 44 
cents, 83 cents and $1.21. 

Mr. Bittel, after listening to 3% 
hours of testimony, reserved decision 
and granted opponents five days to 
file briefs in objection. 








The new office building at Portland 
of Standard of Oregon shown in the 
artist’s conception above is under con- 
struction and is scheduled for comple- 
tion Aug. 1. The building initially will 
have two stories and a basement, 
although it is designed for four stories. 
It wilk contain the home office agency 
and the Sabin and McCulloch agencies. 
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Like the “Key to Security”, the “Key to Business 
Security” is designed to help you do a better and 
sounder job of selling. It decisively dramatizes the 
business insurance needs of the sole proprietor, 
the partnership, the close corporation and the key 

man. It is one of many Equitable Life of Iowa’s 
widely acclaimed sales aids designed to assist 
the Career Life Underwriter along the 
RIGHT ROAD. 
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FOUNDED IN 1867 IN DES MOINES 
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OPENING UP 


IN ST. LOUIS—TOP REGIONAL OFFICE SPACE! 





IN THE CORONADO HOTEL —ON FASHIONABLE LINDELL BOULEVARD, 


IN THE HEART OF ST. LOUIS’ GROWING “INSURANCE DISTRICT”: 


@ 2,200 sq. ft. (1,000 adjacent sq. ft. 
also available). 


@ 105-ft. street frontage (provides ac- 
cess from Lindell Blvd. and/or Coro- 
nado lobby). 


@ immediate occupancy. 


@ air-conditioned. 


@ all hotel conveniences—including the 
Coronado’s internationally-famous 
Coal Hole Restaurant and Bar. 


@ adjacent parking. 





Call, write or wire NOW for floor plan and complete 
details... this opportunity may not occur again! 


Phone: JEfferson 3-7700 

















HOTEL 


Coronado 


Leas Campbell, General Manager 
3701 Lindell Boulevard at Spring 
St. Lovis 8, Missouri 








Teletype: Sl-287 
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Anchell Terms Agent's Job A Good Career 


(CONTINUED FROM PAGE 2) 


success than his father had, if only 
because his company is more selective 
than it was in his father’s day, and con- 
sequently he can take confidence 
from the fact that his company believes 
that he ean succeed. In the old days 
when people bought from an agent 
they often felt they were doing him a 
favor. Today, however, the agent sells 
because he knows he is doing his cli- 
ents a favor. 


In this improved atmosphere, then, 
why should I hesitate at all in rec- 
ommending this business to my son? 

For one reason, because there are 
still some serious problems facing the 
agent in our industry, some of them 
as old as selling, and other problems 
just beginning to show themselves 
above the horizon. For a second reason, 
there are many “ifs” about a boy’s 
personality, preferences and abilities 


that ought to be answered in a father’s 
mind before he recommends a step as 
serious as a choice of career. Let’s look 
at the first problem first. 

What about the company that has 
such a bad case of “volumitis” that it 
closes its eyes to practices that can 
only hurt the industry—and the repu- 
tation of its agents—in the long run? 

Differing commission rates from 
company to company might well con- 
fuse a young potential agent who does 
not yet have the maturity to take an 
educated “look around” before he signs 
with a particular firm. 
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CONTINENTAL AMERICAN, 1958—a year of performance and 
progress. A sound program of agency expansion coupled with continuing 
efforts to increase the diversity, usefulness, and saleability of our policies 
resulted in unprecedented growth both in sales and insurance in force. More 
clients were served more ably and effectively by the company’s representa- 
tives in the field. Continuing active participation in individual training pro- 
grams by Continental American field representatives, enables them to render 
the high type of insurance service today’s market requires. These programs 
combined with ever-increasing financial strength make Continental American 
a fine company with which to be associated—in which to be insured. 


51st Annual Statement - December 31, 1958 








ASSETS LIABILITIES 
Bonds: U. S. Government.............. -$ 15,926,061.99 15.5% Insurance and Annuity Reserves...............-...-.5 $ 87,281,845.09 
Canadian Government & Provincial... 4 796,864.84 8 = Lenape Pepsin ward ral premiums 
a anal sei reesey 23 on “as Reserve for Unreported and Incomplete Claims......... 408,132.41 
a et co arta ; ) ss 300 826.71 3 Prepaid Premiums and Interest.................22... 1,383,227.62 
i 2s SOR rate weed 3,530,774.28 34 Policy Dividends Payable in 1959. .................... 1,665,548.48 
eT ae. eee emo § 44,946,889.77 13.1% Employees Retirement Fund. .................020000% 890,665.00 
Preferred and Guaranteed Stocks....... _ 1,771,568.00 17 Contingency Reserves Required by Law............... * 453,706.00 
Common StockS..........ssccececececcce 381,671.00 A Accrued Taxes Payable W150 ee ks a eae 540,000.00 
First Mortgage Loans.................00 45,349,563.06 44.1 All Other Liabilities... 220... Seo 2 a2... b seaiea 513,931.97 
Home Office Property.................66- 570,576.57 6 TOTAL LIABILITIES, EXCEPT CAPITAL....... $ 93,137,056.48 
Loans to Policyholders................00: 6,510,614.64 6.3 Canital SOK... 8. RENEE TAR $1,304,700.00 
Premiums Due and Deferred............. 1,635,668.00 1.6 Voluntary Contingency Reserves.......... 1,200,000.00 
Cash and Bank Deposits................. 1,755,896.19 17 RMIEMNIS 5 Oe Pin: Cyc onthe cee cena oe 7,280.690.75 _ 9,785,390.75 
TOGA: si. cese so Sere $102,922,447.23 100.0% TOTALS. ; -cecissiigitinsieweeenians $102,922,447.23 
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ERICAN LIFE 


INSURANCE COMPANY 


Assets climbed to more than 
$100,000,000 e insurance in force 
increased to $450,000,000 e aver- 
age size of new policy rose to 
$16,434 e average policy in force 
went up to $7,908 e payments to 
policyholders and beneficiaries set 
anew record of $9,058,374, of which 
more than 70% was paid to living 
policyholders e more than 87% of 
new policies paid for in 1958 were 
for $10,000 or more. 








Wilmington, Delaware 
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Some companies provide very little 
for their agents in the way of fringe 
benefits, such as provision for retire. 
ment. 

Some companies do not yet provide 
proper recognition of their agents, or 
respect for their problems. 

And there still is high turnover jp 
our business. 

Perhaps even more important than 
such consideration, however, will be 
your assessment of your son’s capabil- 
ities and interests. Of course, if he js 
naturally retiring and shy, the fact 
that he will meet a great many people 
in his work will be a drawback. If he 
is gregarious, this same fact about 
selling will seem to him to be an ad- 
vantage. 

The fact that selling will sometimes 
reach into his social life might affect 
a young man’s decision to go into life 
insurance. If he is filled with horror 
at the idea of approaching a friend 
with an insurance contract, and if he 
cannot overcome that feeling, he will 
probably not make a very good agent, 


Must Feel Satisfaction 


If he can feel great satisfaction in 
doing something for someone else, and 
at the same time be glad that he him- 
self is profiting from it, he seems born 
to be an agent. 

And then, even if you feel he has 
the intelligence, the inclination, the 
ability and the education to become a 
good agent, I feel that you must be 
able to see in him that spark that all 
really successful agents have. Give it 
any name you please, but to me it is 
made up of personality, drive, belief 
in his product, and confidence in him- 
self. Those qualities are the ones that 
add up to the spark which lights the 
fuse for success. 


Why Son Chose Agent Role 
Now in spite of all the “ifs” I’ve 


cited, I’m sure you know what your’ 


own answer was to the question before 
the panel. I did want my son, Bob, to 
follow me in my choice of a career. 

When he was still very young and 
expressed a desire to go into life in- 
surance, I knew that he had no idea 
of what it really entailed. He did think 
he liked my way of life, however. He 
wasn’t at the office, so he only saw 
me in action at the golf course or 
playing bridge or attending insurance 
conventions. 

As he matured, however, I could 
see that he had the traits I considered 
essential for a good life insurance man. 
I did not want to try to sell him the 
idea of going into the business, but as 
long as he considered it on his own 
initiative I encouraged him to keep 
thinking about it. 


Picked Same Agency 


It was his own decision to sign a 
contract with my company in my of- 
fice, rather than to go with another 
company on his own. After his grad- 
uation from the College of William and 
Mary as a psychology major, his de- 
termination was strengthened. Once 
his army service obligation was out 
of the way he returned as an active 
underwriter and is now in the process 
of studying for his CLU, and he is 
taking LUTC courses. 

The young, new agents have a more 
secure future in our business today. 
My own son believes that his compa- 
ny’s contract, which entitles him to a 
life income after 20 years, is a good 
one. He likes the idea of serving others 
while being well compensated for do- 
ing so. Most important, he is in his 
own business with practically no cap- 
ital investment. His best investmert 
is time, which he is learning to con- 
trol. 
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fells What Company Does Wrong. Right 


(CONTINUED FROM PAGE 15) 


thereafter. This change has had a 
salutory effect on their indecision.” 

Mr. Anderson said a third “wrong” 
was not being explicit enough in 
stressing exactly what had to be done 
by new general agents. “We are doing 
a better job of this,” he said. “This 
is a key point. We fulfill to the letter 
the company’s obligations. If the gen- 
eral agent doesn’t do a reasonably 
good job, and on schedule, he knows 
the answer. It has to be that way.” 


Has Sensible Sales Program 


In regard to what his company has 
done “right,” Mr. Anderson said: “We 
believe we have put together a sales 
program that makes sense, that our 
field organization can understand and 
use. We think that it is complete, from 
basic packaging to advanced pro- 
gramming and estate analysis and 
that it utilizes the same approach, 
sales techniques and closing pattern 
throughout. We believe it will take a 
man step-by-step as far as his mark- 
ets, ability and determination will 
permit him to go.” 

He went on to say that Guarantee 
Mutual’s field organization in 1958, 
had 27 President’s Top Club members, 
53 Challenger and 87 Career Club 
members. The average full-time man’s 
income rose almost $2,000 per year in 
contrast with five years ago. 

Mr. Anderson said Guarantee Mut- 
ual stays close to its men with the 
result that there is a reduction in 
turnover. Careful selection and prompt 
termination are standard policies be- 
cause the record shows that it is the 
only way, he declared. He added that 
Guarantee Mutual has quit running 
personality contests—nothing but re- 
sults count. Leadership is measured 
by volume, persistency and premium 
—with emphasis on premium and 
quality. 

What Guarantee Mutual has done 
“pest” is to “create a success atmos- 
phere, provide motivation and set a 
challenging example that includes a 
high and growing proportion of top 


Rebating Charged At 
Hearing On Dorfman 


(CONTINUED FROM PAGE 2) 
icy carried a $726 semi-annual premi- 
um, it was charged. 

Dorfman blamed company or secre- 
tarial negligence as responsible for one 
of the charges against him, namely 
that the Dover agency, which he rep- 
resents as a non-resident agent, was 
not designated as licensed for Republic 
National Life, which now services the 
teamster account. Dover formerly rep- 
resented Northeastern Life and its lat- 
est license application had named that 
msurer. Dorfman blamed a clerical 
error at some point in the complicated 
deal for not properly designating the 
insurer. 


Lost New York License 





Dorfman lost his New York non- 
resident license in 1954, and the Mich- 
gan department accused him of with- 
holding from Northeastern Life $51,461 
in teamster group prem.ums from 1954 
to 1957. He estimated annual commis- 
sions from group coverage of 34,000 
goniean teamsters at close to $200,- 


Additional charges, not yet ampli- 
fied, are that commissions on the 
teamster business were excessive and 
were increased while benefits to in- 
Sured were decreased. 


earning career men,” according to 
Mr. Anderson. 

“We believe that we have em- 
phasized the strong, respected position 
o. the company, which points up the 
fact that here is a rare opportunity 
where income, permanence and per- 
sonal pride of association are in a 
happy balance,” he said. 

Guarantee Mutual feels it has pro- 
vided positive sales direction and de- 
fined the company’s course. This, in 
turn, aids the agents in charting their 
own future with confidence that the 
company will not change direction, 
Mr. Anderson added. One of the great- 
est problems in business is commun- 
ications and Guarantee Mutual feels 
it has made definite improvement in 
this area. 

Mr. Anderson pointed out that 
Guarantee Mutual feels the weakest 
link in most company sales programs 
has been in training the trainer—the 
general agents. “We have made some 
progress here,” he said. “We aren’t 
satisfied, but we are pleased with our 
results in each year broadening the 
acceptance of our company program.” 


Pan-American Campaign Nets 
$4.5 Million First-Day Life Sales 
Pan-American Life kicked off its 
president’s month campaign with 494 
life applications on the first day total- 
ing $4.5 million, plus 99 individual 
A&S applications and three group 
cases. Average size policy was $9,000. 
First-day production exceeded last 
year’s by $1.5 million and 150 applica- 
tions. 


Texas Insurer Changes Name 

Texas Empire L.&A. has changed its 
name to National Empire Life with its 
decision to expand outside of the state. 
There is no change in management or 
ownership. 
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‘ ~:~ LOOK AT THE 


“UNITED FAMILY BENEFIT 
FOR YOUR PROSPECTS 


@ ONE uniform, low premium ($25 per unit) ade- 
quately covers mother and children! 

@ Father simply adds each unit to basic United Life 
policy! 

@ Decreasing term on wife; level term ($1000 per unit) 
on children! 

@ Insurance paid-up in event of father or mother’s 
death! 

@ Conversion privilege! 


PLUS MANY OTHER FEATURES—WRITE!! 
Es UNITED LIFE AND 
ee} ACCIDENT INSURANCE CO. 

CONCORD. N.H. ESTABLISHED 1913 

Write H. V. Staehle, Jr., C.L.U., Field Management 
V. Pres., United Life, 5 White Street, Concord, N.H. 
STATES SERVED: Cal., Conn., Del., D.C., *La., Me., 
Md., *Ind., Mass., *Mich., N.H., N.C., *Ohio, *Pa., 
R.I., S.C., Vt., Va. 
*General Agency Opportunities Available. 


Overseas Territories Available. 
Brokerage Opportunities Available. 

















or True Group case. 


SELLING WORDS TO A BUYING PUBLIC 


National Casualty is constantly creating improved 
sales aids that will help you—the salesman— 
produce a higher percentage of sales. Thus 
National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise 


Guaranteed Renewable Policies Available! 
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| Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


REMEMBER—IT'S EASIEST TO SELL THE BEST! 
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FeNATIONAL UNDERWRITER 


Forecasts Next Decade's Affect On Life 


(CONTINUED 


are currently selling two-thirds of the 
adult male policies and _ recruiting 
three-fourths of their agents, he said. 

Mr. Wallace asserted that during the 
next ten years the life insurance market 
will be larger and will consist of more 
of the very young and more older 
people—plus large numbers of gain- 
fully employed older women. He point- 
ed out that about one-third of all 
workers are women and only 25% of 


FROM PAGE 5) 


this total are single. Mr. Wallace pre- 
dicted that there will be new markets 
in many places and opined that the 
west coast will have the greatest pop- 
ulation increase. He went on to say that 
by 1975, three-fourths of the population 
increase will be accounted for by only 
20 states. 

“We are also experiencing a great 
money migration,” said Mr. Wallace. 
“Money and spending power have mig- 


rated from the top downward and 
spread in a way which is nothing short 
of revolutionary.” He pointed out that a 
recent government report placed the 
average family income at $5,000. He 
said that this indicates that a higher 
proportion than ever before has dis- 
cretionary spending and saving power. 
Mr. Wallace stated that social security 
and group insurance are here to stay 
and may either boost or reduce the 
potential of some markets. 

Needs provided for by life insurance 
will be of a more complex variety, 
demanding different appeals, during 





MEETING 


% 


a 





For field management... 


Conferences featuring the three big “I’s” 


Midland Mutual’s annual Field Management Conference 


| MIDLAND MUTUAL 


ea 





is a key meeting of key people . . . our general agents and 
other supervisory personnel. Our objective is to make this 
session genuinely helpful and rewarding to everyone who 
attends, That’s why we build every Conference program 
around the 3 “I’s”: 


Information . . . giving field management a complete, 
up-to-date picture on Company projects, products and 
plans. 

Ideas . . . on successful agency-building . . . “how-to- 


do-it” ideas supplied by Midlanders who have done it 

and by specialists from organizations like LIAMA. 
Inspiration . . . the kind of long-lasting inspiration which 

springs from a strong spirit of team work and fellowship. 


The Management Conference is one of many plus benefits 
enjoyed by the Men from Midland Mutual. If you would 
like to know more, write Charles E. Sherer, CLU, Vice 
President and Director of Agencies. Ask about the 
FOUNDATION BUILDER program for new general agents. 


a 


Serving Personal 
Security Needs Since 1906 


MIDLAND MUTUAL 
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the next decade, said Mr. Wallace. Dig. 
ferent appeals will also be demandeg 
by the changes in the nature of the 
population and in the social mores, To 
illustrate this point, Mr. Wallace point. 
ed out that one of the most powerfy) 
appeals in the past has been that of 
preventing the need for a mother to 
work. He said that this is not going to 
hold much water for the man, who 
may well be typical, the mother of 
whose children is already working. 

He observed that if inflation cop. 
tinues it will be apparent that life 
insurance must develop new appeals 
and new products to meet the difficulty, 
Mr. Wallace pointed out that sociolgists 
and motivation research workers main. 
tain that they have already detected 
a shift in the basic philosophy of 
people; a greater approval of the role 
of the pleasure of life, of the live-for. 
today-and-self concept. “If this js 
true,” Mr. Wallace declared, “life in. 
surance is going to have to change the 
products and appeals.” 

Mr. Wallace stated that there must be 





Rule Variable Annuity 
Is Subject To SEC 


(CONTINUED FROM PAGE 1) 
panies act. In this way a variable an- 
nuity company could continue to be or- 
ganized as a life company rather than 
an investment company, while meeting 
SEC requirements as to disclosure and 
supplying prospects with the specified 
form of prospectus. 

While SEC regulation will unques- 
tionably complicate the lives of vari- 
able annuity insurers, it may at the 
same time prove a blessing in disguise, 
said Mr. Crichton. It will enable vari- 
able annuity companies to make a sales 
point of being under both federal and 
state supervision. It should also lessen 
and perhaps remove the opposition that 
variable annuity companies have run 
into in getting state licenses, because 
local mutual funds and stock exchange 
firms can no longer contend that the 
variable annuity insurers have an un- 
fair advantage in being exempt from 
SEC regulation. ; 

The decision is expected to attract 
a number of mutual fund operators 
into the variable annuity field by 
starting variable annuity affiliates. Mr. 
Crichton said several big outfits were 
already making moves in that direction, 

The SEC general counsel, as soon as 
the decision was announced, invited 
the variable annuity insurers to come 
to his office and “we'll see what we 
can work out.” 


Tex. A&S Men Elect 


L. C. Cornelison, Old National, has 
been elected president of San Antonio 
Assn. of A&H Underwriters. Other 
officers are Ralph McCartney, Occi- 
dental Life of California, vice-presi- 
dent, and James Pearce, Mutual of 
New York, secretary-treasurer. 








MANAGEMENT 
8 CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 











LIFE INSURANCE COMPANY 
256 East Broad Street, Columbus 16, Ohio 


0. R. CARTER 
Home Office Management 
Consultant and on How to 
Build a Sales Force or Sales 
Organization. 
818 Olive Street 














St. Louis, Mo. 
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more company specialization in markets 
than has been the case in the past. He 
said that more aggressive and thought- 
out decisions will have to be made by 
companies regarding their specializa- 
tion in the market—among older peo- 
ple, females, high-income people—and 
some decisions will also have to be 
made about the product to be offered. 


‘58 Production Records 
Continue Favorable 


BOSTON MUTUAL LIFE 


Life sales of Boston Mutual Life in 
1958 were $84,701,000, up 14.6%, and 
ordinary sales were $47,559,000, a 
24.9% gain. Group life sales were $13,- 
592,000, a 22.5% increase. Life in force 
at year end was $415 million, up 


11.5%. 


CITIZENS LIFE 


Life in force of Citizens Life at year- 
end was $29 million, up $16.2 million. 
Ordinary sales in 1958 were $4 mil- 
lion, a gain of $10.6 million. 


COMPANION LIFE 


Insurance in force of Companion 
Life rose 16% in 1958 to $189,696,311. 
Group increased 18.9% to $140,415,050, 
and ordinary was up 8.7%. Ordinary 
sales amounted to $17,455,651, up 2%. 


LIBERTY NATIONAL LIFE 


Liberty National Life insurance in 
force in 1958 increased more than 
$150 million to some $1.5 billion. 


NORTH CENTRAL LIFE 


New business of North Central Life 
amounted to $58 million, bringing in- 
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surance in force close to the $100 mil- 
lion mark. Income totaled $3,067,000. 


PRUDENTIAL 


Prudential’s Belleville, Ill., district 
agency, managed by George A. Flint, 
has been awarded the _ president’s 
trophy for all around accomplishment 
in 1958. The trophy for districts 
opened in new territories went to 
Kingsport, Tenn., managed by Hugh 
C. Whelchel. : 

Aurele Blain, St. Lambert, Canada, 
and V. Rex Walton, Salt Lake City, 
ended the year in a tie for top agent 
honors. Each will receive a trophy. 

The Kingsport district agency won 
additional honor as trophy winner 
among pioneer staffs and the Louis 
John staff, Steubenville, O., won the 
trophy for established staffs. Illinois 
region won the regional trophy. 

Although a trophy is not awarded 
for regional home office performance, 
the leader in all around accomplish- 
ment is named. Chicago regional home 
office won the honor for the third 
consecuiive year. 


Pioneer Mutual Reaches 
$100 Million In Force 


Pioneer Mutual Life has reached the 
$100 million in force mark. Assets 
have increased to more than $24 mil- 
lion and total benefits paid are in ex- 
cess of $33 million, not counting more 
than $4 million in A&S and hospital 
claims. Insurance in force has almost 
doubled in the past 10 years. 

Midland Mutual Life has presented 
Herman O. Tice, general agent at Co- 
lumbus, O., a diamond pin commem- 
orating his 40th year with the compa- 
ny. 





* NEW POSITIONS are now being 


created for Salaried Supervisors 
and General Agents. 


* LIBERAL CONTRACT oftering 


you top commissions, salaries, in- 
centive b s and exp 


* FULL LINE of policies giving you 
unlimited flexibility in Life, Acci- 
dent and Sickness, Hospitalization, 
Group and Wholesale. Both Par 
and Non-Par. 


SERVICE available to you at all 


times in any area will be friendly 
home office assistance. 





* 





1002 Walnut 





If you are a thinking man, write today to Vice-President Wylie Craig or 
. Bennett Taylor, Dept. NU 39. 


National Pidetity L ife 


INSURANCE COMPANY 
W. Ralph Jones, President 


One of the Nation’s Strongest by Any Standard of Comparison 


The Man 
Who Thinks 
For Himself 


will consider 


N° FeL 


ANY THINKING MAN KNOWS he'll 
move with a company on the move 
and National Fidelity Life is very 
much on the move! So consider your 
present position and then check the 
possibilities offered by a dynamic com- 
pany, one of the nation’s strongest by 
any standard of comparison. See if 
there isn’t a place for you in this 
growing organization. And when you 
think of your success, think of NFL. 





NEW N.F.L. EXTRAS 
@ Quantity Discount Premiums 
@ Reduced Rates to Females 
@ Option-tc-Buy Rider 











Kansas City 6, Missouri 
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Minimum Deposit Rules Stir Reaction 


(CONTINUED FROM PAGE 1) 


deposit plans to prospects who should 
not be buying them. 

Some readers have wondered why 
section 2 of the proposed rules refers 
to plans which provide for “discrimina- 
tory” first-year loan values, though 
such policies would be withdrawn from 
the market after July 1, 1959. The an- 
swer is that the July 1 prohibition 
would apply only to policies issued for 
delivery in New York state. 


Could Be Delivered Elsewhere 


Even though a policy had earlier 
cash values than other comparable pol- 
icies issued by the company, it could 
still be issued for delivery outside of 
New York state. However, section 2 
affects all business, wherever deliver- 
ed, because it involves section 213, the 
expense limitation portion of the in- 
surance law. 

While it does not directly restrict 
commissions, it could have the effect 
of doing so, beacuse the section speci- 
fies that “first year premiums received” 
on high early cash value policies would 
be construed as being equal to the 


gross premium less any loan made be- 
fore the end of the first policy year, in 
figuring the margins under the total 
field expense limit, first-year field ex- 
pense limit and total expense limit of 
Section 213. 

The preamble to the proposed rules, 
which was not included in last week’s 
account, indicates that the department 
takes a very serious view of what it 
regards as minimum deposit abuses and 
is out to curb them with whatever 
measurers within its powers are needed 
to do the job. The department an- 
nouncement stated that the proposed 
rules “are designed to safeguard the 
interests of the public in maintaining 
life insurance protection and to require 
certain insurers and agents to desist 
from engaging in unfair methods of 
competition and unfair and deceptive 
acts and practices.” 

Elmer G. Leterman, New York 
broker, has been named group sales- 
man of the year by Mutual Benefit 
Life at presentation ceremonies during 
a luncheon at the home office. 









Is It True 


impressions. 





What They Say...? 


... What they say about Group insurance being a good 
source for Ordinary sales? 


We asked Robert E. Watson, Sr., who has represented 
Occidental 25 years in the San Francisco Bay district and 
has qualified 15 times for the Million Dollar Round Table. 


Mr. Watson records at least $3,200,000 of ordinary sales 
from his Group cases in recent years which partly ex- 
plains his repeated MDRT membership. 


If you have notions about selling a million a year and 
need some notions on how to do it, let us talk to you 
about the Group insurance route to Ordinary sales — 
still open and carrying a heavy traffic in Occidental. 


And if you're in doubt whether Group is really for you, 
write now for a copy of ‘False Impressions” — or call 
your nearest Occidental office. You'll get some new 









We poy Lifetime Renewals...they last as long as you do! 








HeNATIONAL UNDERWRITER 


Home Office Changes 


Equitable Society 


Promotions in the policy issue and 
service department are Harry F. Nees, 
from departmental superintendent to 
associate manager; Joseph S. Basel, 
from superintendent, index and in- 
formation division, to superintendent, 
policy division; Paul H. Gerdner, from 
assistant superintendent to superin- 


tendent, index and information divi- 
sion, and Frank X. Rathgeber, from 
supervisor to assistant superintendent, 
index and information division. 


New England Life 


Elected investment officers are How- 
ard A. Williams, administrative as- 
sistant in the office of the president; 


David A. Burr, researcher and analyst 
in the securities department; Cameron 
Ives and Francis Ahern, security an- 
alysts. Named security analyst is 
Thomas O. Stratton, who joined New 
England Life in 1956. Assistant med- 
ical directors appointed associate med- 
ical directors are Dr. Arthur E. Brown 
and Dr. Frank I. Pitkin. 


Western Life, Montana 
John Dole has joined the company 
as regional manager to take charge of 
the new group department, and Edward 














Kansas City Life believes that ours is a Proud Heritage. 


For the past 64 years, our policyowners have had confidence that their future financial security 
was assured by Kansas City Life. We enter our 65th year with a firm belief in the future based on 


this Proud Heritage of the confidence of our policyowners. 


There are intangibles that cannot be shown on this statement, but are important assets to Kansas 
City Life policyowners. Confidence of our policyowners, integrity of our agents, loyalty of our em- 
ployees and our uncompromising devotion to the primary interest of our policyowners in all of the 


Company’s business and affairs are such intangible assets. 


Increased by 


HIGHLIGHTS OF OUR 


Insurance in force (as of December 31, 1958) 
Paid to Policyowners and Beneficiaries during 1958 
Legal Reserve for future payments to Beneficiaries 





as of December 31, 1958 


1958 OPERATIONS 






$1,320,096,526 








$ 20,482,793 








$ 13,754,385 








Increased to a total of. 


Company’s Capital, Special Contingency Fund and Unassigned Surplus 
(Ten per cent of the Company’s total assets as of December 31, 1958) 






A 


37,448,171 
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Represented in 41 States and and the District of Columbia 
Home Office/Broadway at Armour/Kansas City, Missouri 


March 238, 1959 


Schelling Jr. has been namec' groyp 
claims manager. The former was fo, 
six years assistant group manager for 
Washington National at Spokane, ang 
the latter was A&S claims department 
examiner for St. Paul F.&M. Both 
men will make their headquarters aj 
Helena. 


Great Southern Life 


Herbert A. Win. 
ters has joined the 
company as vice. 
president. In the 
business more than 
30 years, he has 
been with Canada 
Life and Lincoly 
National and was 
most recently ex. 
ecutive vice-presj- 
dent and a direc. 
tor of National Old 
Line Life. He is q 
member of Society 





Herbert A. Winters 


of Actuaries. 


John Hancock 


Richard O. Aldrich, assistant coun- 
sel since 1955, and Robert Shea, as- 
sistant counsel since 1956, have been 
named associate counsel in the law 
department. 


Canada Life 


J. B. Walker, formerly an associate 
actuary, becomes group secretary; D. 
J. McCordic has been appointed group 
underwriting officer, and J. N. Laing 
assistant actuary. 


Paul Revere-Mass. Protective 


Eric H. Evans 
has been named 
Canadian supervi- 
sor of agencies at 
the head office in 
Hamilton. He has 
been a supervisor 





at Athol, Mass. 
since 1957. 
Eric H. Evans 
W. O. W., Omaha 


John B. Cobb Jr., head consul of 
the Tennessee camp, has been named 
a director. His father was the late 
national treasurer. Charles W. Good- 
win has been advanced from watch- 
man to auditor, and Barrington T. 
Hill from sentry to watchman. 


Jefferson Natonal Life 


George C. Miller 
has been appointed 
director of train- 
ing. He was for- 
merly an assistant 
agency manager 
for Mutual of New 
York. 





George C. Miller 


Northeastern Life 


Delbert Dumont, vice-president and 
director of agencies, has been elected 
a director. He has been vice-president 
and a director of Union National. 


SOUTHWEST INDEMNITY & LIFE 
has elected Jess Sanders of the il- 
vestment banking firm of Sanders & 
Co. and Lee Cannon, retired senior 
vice-president of Western Life, to the 
board. i 
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LIFE INSURANCE EDITION 


Changes In The Field 


New England Life 


c. Allen Hop- 
kins, general agent 
at Montgomery for 
the past 27 years, 
will relinquish his 
management re- 
sponsibilities April 
1, to devote his 
time to personal 
production. He en- 
tered the life busi- 
ness in 1911 and 
is past president of 
Montgomery Life 
Underwriters Assn. 
and Alabama Life Underwriters Assn. 





C. Allen Hopkins 


Prudential 

Leonard J. Pilarski, associate man- 
ager at Pittsburgh, becomes manager 
to succeed Harry W. Welton, who will 
head the brokerage division. 

Vincent Trocchio, manager at the 
Somerville, N. J. district agency since 
1954, has transferred to New Bruns- 
wick. 


Equitable Society 


Unit managers appointed are George 
A. Banton, Covina, Cal.; J. Edmund 
Williams, San Rafael, Cal.; Donald De- 
Carl, Chicago; John C. Thomas, Mo- 
bridge, S. D.; Charles Benhayon, Phila- 
delphia, and M. Howard Orpen, Mer- 
chantville, N.J. 


Federal Life 


William Claflin 
has been appointed 
group representa- 
tive in the east, the 
first group man on 
the Federal Life 
staff outside the 


home office. Mr. 
Clafin will have 
headquarters at 


Philadelphia with 
the Mitchell-Leh- 
ner agency. 





William = Claflin 


Mutual Trust Life 


William S. Halprin, formerly a dis- 
trict manager for Manhattan Life, has 
been appointed general agent at Pat- 
erson, N. J., by Mutual Trust Life. He 
is a board member and membership 
chairman of Rockland County Life 
Underwriters Assn. 


Michigan Life 


The Erlsten agency of Canton has 
been made manager in Ohio of Mich- 
igan Life and will appoint agents 
throughout the state. Richard F. Dun- 
can, vice-president of the agency, will 
head the life and A&S and group de- 


‘partments managing the Michigan Life 


program. 


United States Life 


Richard A. DiLoreto has been ap- 
pointed general agent at Jamaica, N. Y. 
In 1948, he was appointed vice-presi- 
dent of the City agency, insurance 
brokers, and in 1949 he formed the 
Rubicon agency. 


Western Life, Montana 
Elwood N. Chambers has_ been 
Named superintendent of agencies for 
southern Florida and James P. War- 
Ten for northern Florida and south- 
ern Georgia. The former will head- 


quarter in Miami and the latter in 
Jacksonville. Mr. Chambers was for- 
merly a manager for American Gen- 
eral Life, and Mr. Warren was a gen- 
eral agent for nine years in Jackson- 
ville for Pan-American Life. Before 
that ke ‘vas with Lincoln National 
Life. 


Continental American 


Ephraim Baker has been named 
general agent at Williamsport, Pa. He 
has been district manager of Penn Mu- 
tual and is a past president of West 
Branch Life Underwriters Assn. 


National Life Of Vermont 





Leo C. Lob has 
been named gen- 
eral agent at 
New Orleans. He 
is a past president 
of New Orleans 
Life Underwriters 
Assn. and Louis- 
iana Life Under- 
writers Assn. 


leo C. Lob 


Life Of North America 


Laurence D. Bredwell, former as- 
sistant manager at Philadelphia, has 
been named manager at Chicago, and 
John B. Loveland becomes assistant 
manager. Mr. Loveland has been brok- 
erage manager of Manufacturers Life 
at Chicago. 

Louis Mey Jr. has been appointed 
group manager at New Orleans. He 
has been group representative of New 
York Life and before that was assistant 
regional manager of Occidental of Cal- 
ifornia. 


State Mutual Life 


Paul F. Clark has been appointed 
group manager at Los Angeles. He has 
been assistant regional group manager 
of Bankers Life of Des Moines, and 
before that was with Pacific Mutual. 


Home Life Of New York 


Donald M. Moyle, former group field 
assistant, has been named _ district 
group manager at Detroit. He joined 
Home Life in 1953 as a management 
trainee in the group department. 


Connecticut General 


James S. Skipwith, assistant district 
group manager at Pittsburgh, has 
transferred to Indianapolis. 


Massachusetts Mutual 


John B. Allison, former manager of 
the group underwriting division, has 
been appointed district group repre- 
sentative at Chicago. 


Old Republic Life 


Irwin A. Cohen has been appointed 
an agent with the K.F.S. agency at 
Far Rockaway, N.Y. 


Monarch Life 


Hugh O. Chitwood, former general 
agent at Des Moines, has been ap- 
pointed midwest regional manager, and 
R. Wayne Chamberlin, general agent 
at Columbus, O., succeeds Mr. Chit- 
wood at Des Moines. Dale E. Larison 
and Donald L. Olsen, former super- 
visors at Des Moines, become general 


agents at Davenport and Sioux City, 
respectively. Also named_ general 
agents are John U. Anderson at Wa- 
terloo and Frank D. Grote at Omaha. 
Mr. Anderson joined Monarch at Des 
Moines in 1957, and Mr. Grote, also 
of the Des Moines agency, has been 
with the company since 1951. 


Guardian Life 


James J. Henry 
has been named 
general agent at 
Louisville. He en- 
tered the life busi- 
ness in 1951 and 
has been an agent 
of Northwestern 
Mutual. 


James J. Henry 


PATRIOT LIFE has named as gen- 
eral agents the Pinner agency at New 
York and Bernard Stein, formerly 
with Bankers Security Life and Mount 
Vernon Life, at Hewlett, N. Y. 
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Samuel Marco Named To 
National Life Of Vermont 
Leading Producer Post 


Samuel Marco of the Hodes agency 
at New York, by reason of his 1958 pro- 
duction record, has been appointed 
president of National Life of Vermont’s 
President Club. Other officers, ranked 
according to production, are Warren H. 
Bearden Jr., Dillon, Atlanta, 1st vice- 
president; Noah S. Andrews, Johnson, 
Chicago, 2nd vice-president, and Wil- 
liam W. Frederick, Dillon, Atlanta, sec- 
retary. 

Eighty club members, nearly twice 
last year’s number, each produced over 
$1 million in paid business. Member- 
ship in the production club grew 72% 
to 275 agents. 

Thirty-seven agents attended Con- 
necticut Mutual’s 60th home office ca- 
reer school at the home office. The 
school is operated by the education 
and training department under Horace 
R. Smith, assistant agency vice-presi- 
dent. 





ARE YOU AS SUCCESSFUL 
AS YOU WANT TO BE? 


BE YOUR OWN 
GENERAL AGENT! 


Postal’s Agency Expansion Program provides 
an unusual opportunity for the qualified man 








IF YOU ARE 





currently writing at least a 
half million dollars annually 


a potential executive—or have 
had previous experience as 
an agency supervisor or an 
assistant manager 


located in Connecticut, Dela- 
ware, District of Columbia, 
Illinois, Indiana, Maryland, 
New York, Pennsylvania or 
Virginia 








POSTAL OFFERS YOU 





. aneffective and unusual program | 
for securing business for your | 
agency. | 

. a fully integrated development 
program including Home Office 
indoctrination, frequent agency 
visits, annual conferences, agency 
conventions and management 
schools. 


... the prestige of a 53-year-old New 
York company whose complete 
line of highly competitive con- 
tracts plus sound and liberal 
underwriting has helped its agents 
break all sales records in 1958. 














GET 





THE COMPLETE POSTAL SUCCESS STORY... 


Find out what opportunities await you as a Postal 
General Agent! Write today—in complete confidence 
of course—to Donald L. Smith, Director of Agencies. 


POSTAL LIFE 
Fred. 


GrorcE Kotopny, President 


511B FIFTH AVENUE, NEW YORK 17, N. Y. 
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i THE NATIONAL UNDERWRITER—LIFE EDITION 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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MICHIGAN STATE 
MANAGER WANTED 


State Manager for Michigan required by life insurance 
company established in 1897 having competitive policies and one 
of the best contracts for representatives available anywhere. 


If you are between the ages of 30 and 45 and have had 
successful life insurance experience you are invited to inquire without 
obligation about the excellent income offered, pension benefits, 
background of the Company, etc. 


Reply giving details of age, marital status, health, expe- 
rience, etc. Our Michigan organization is aware of this ad. All replies 
confidential. Address Box F-31, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 
























UNUSUAL 
OPPORTUNITY. . Life company in New England 


needs a successful young producer to work closely with 
agency officers in continued development of college grad- 
uate recruiting and training program. Also opportunity 
to participate in agency supervision. Some travel. Salary 
commensurate with experience. 


Reply Box F-38, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 

















HOME OFFICE UNDERWRITER 
LIFE INSURANCE 
SUN LIFE INSURANCE COMPANY OF AMERICA 


Our Company—with more than $500,000,000 insurance in force and with 
assets over $100,000,000—seeks an experienced young man (25-35) looking 
for an opportunity to integrate in the Ordinary underwriting of an established 
and expanding Company, . . . The position? To understudy tep management 
of the entire department. The opportunity? To meet a challenge of excellent 
potential. The salary? Based upon qualifications. Write in confidence; give 
complete résumé, with photo, to: Director of Personnel, Sun Life Building, 
Baltimore 2, Maryland. 
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Charge Discrimination At Tax Hearing 


(CONTINUED FROM PAGE 1) 


companies. He was bitter about what 
he called the discrimination in favor 
of large mutual companies, saying: 
“We know it is not the intention of 
our Congress to kill the stock compa- 
nies and feed their meat to the giant 
mutuals; therefore, we were shocked 
to learn of the success of a willful 
few of the giant mutuals whose coun- 
sel and advice were used to frame the 
provisions of HR4245 so that it would 
be a legal weapon for destruction of 
their smaller competitors, especially 
the stock companies.” 

He summarized NALC’s objections 
to the bill thus: 

1. It abandons the well established 
and proved principle of taxing each 
segment of the industry in the same 





IT’S WONDERFUL 
TO LIVE 
IN THE SOUTHWEST 


Not only is it a nice country to live in, 
but you can grow with the growing West. 
This is an Arizona Company that has 
shown a successful pattern of growth and 
financial stability that is now expanding 
into adjoining states. 


MANAGER TRAINEE 


We are looking for a man with a success- 
ful personal production record in Life or 
Hospitalization that desires to become a 
manager. Additional compensation will be 
provided over and above the usual agent 
financing during management training 
period. 


As a manager you will be eligible to par- 
ticipate in our Profit Sharing Plan and 
other benefits. This is a Company that 
provides the financing to the agents you 
will be hiring and training, as well as 
yourself. 


If you are interested, so that we may give 
you further information, please advise us 
as to your age, experience and produc- 
tion records. All information will be con- 
fidertial and a personal interview will be 
arranged. Please contact E. F. Bussian, 
C.L.U., Agency Vice President, The H.B.A. 
Life Insurance Company, ALpine 8-4888 
or First Street at Willetta, Phoenix, 
Arizona. 








EASTERN MASS. OPPORTUNITY 
WANTED—Life man to take full charge 
of new insurance general agency. Exclusive 
representation entire Eastern Mass. of ag- 
gressive up to the minute well established 
















Wanted to Buy 





Home Office 
REGIONAL SUPERINTENDENT 


Well established midwest Life Com- 
pany entering expansion program, 


Sanford M. Lampl, Esq. 
Law and Finance Bidg. 
Pittsburgh, Penna. 


Controlling interest in small life insurance 
co. Must be at least 10 years old. Replies 
held in strict confidence. Brokers Protected. 





now interviewing men capable of 








Recruiting, Developing and Super- 
vising new agencies. Prefer a man 
acquainted or residing in Ohio. Sub- 
stantial salary, liberal overwriting 
and expenses. Replies held in strict 





INSURANCE COMPANY 
WANTED 


trolling interest. Principals only. 


Jackson Blvd., Chicago 4, Ill. 


Ordinary Life preferred but will consider other. 
Minimum 50 million outstanding. Must be con- 
Reply Box 
F-24, c/o The National Underwriter Co., 175 W. 





confidence. Send complete résumé 


Canadian Life Co. Primary job to contact 
brokers. Unlimited opportunity and sub- 
stantial earnings here for right man. To; 
arrange for interview write Box F-32, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. All replies 
strictly confidential. 








RESIDENT SUPERINTENDENT OF AGENCIES 


AVAILABLE FOR YOUR DIXIE OPERATIONS 
About July Ist 

Sound background and work history in supervi- 
sion of established agencies and in agencies 
development. Desire regional direction of me- 
dium or larger company, or post in small or 
larger life affiliate of fire-casualty co., as can 
handle the responsibility. Under 44. Write in 
absolute confidence to Box F-34, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








to Box F-5, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


AGENCY 
VICE PRESIDENT 


















Jackson Blvd., Chicago 4, Ill. 


Dependable, qualified and capable. 
Available May I. Write Box F-35, c/o 
The National Underwriter Co., 175 W. 





MICHIGAN SALES 


Agents sales contract available which for the 
right man could develop into a management 
pon If you prefer advantages of a Multiple 
ine insurer, write to: say wd deere Manager, 
Nationwide Insurance Company, 246 No. 
yee ag Columbus, Ohio. Replies confi- 
ential. 











way. 

2. It imposes a tax on stock compa- 
nies which is not required of mutuals, 

3. It attempts by indirection to tax 
state and municipal bond interest. 

4. It grants tax freedom to the ip. 
vestment income from large pension 
funds, giving another tax advantage 
to the giant companies that are the 
only ones qualified to do such busi- 
ness. 

5. It imposes a tremendous and sud- 
den tax increase on the industry as 
whole. 

6. It involves a tax measured by 
dividends to stockholders, imposing 
limitations and restrictions on man- 
agement which are undesirable and 
may form a precedent spreading to 
other industries. 

7. It limits and restricts stock com- 
panies—but not mutuals—from build- 
ing surplus for the greater protection 
of policyholders. 

8. It will drive capital from the in- 
dustry. 

Scott W. Lucas, former Senator from 
Illinois, appeared on behalf of West- 
ern National Life of Texas, a writer of 
credit insurance. He argued that the 
bill would seriously discriminate his 
company because it is affected by the 
“discriminatory features aimed at the 
specialty companies.” 

Hits Only ‘Certain Companies’ 

Mr. Lucas said the bill does not 
discriminate against the credit life 
business as such, but rather against 
“certain companies” that are specializ- 
ing in this coverage. 

“Any gain that may accrue from the 
underwriting of credit life insurance 
may be taxed at one rate in a mutual 
company, possibly at a higher rate in 
certain stock companies, and at still 
higher rates in a so-called specialty 
company,” he said. “Indeed, in some 
cases, such gains bear no tax at all in 
the hands of the first two classes of 
companies. In practice, however, such 
gains will always be taxed in a com- 
pany which in its infancy writes pre- 
dominantly but one type of life insur- 
ance—credit life insurance.” 

The hearings had to be extended an 
extra day to accommodate the great 
number of witnesses who wanted to 
be heard 


Arthur Milton Elected President 
Of Postal Life’s GA Association 


Arthur Milton, general agent at New 
York, has been elected president of 
Postal Life’s General Agents Assn. 
for the fourth time in nine years. Oth- 
er officers elected are Joseph P. Smith, 
White Plains, N. Y., vice-president; 
Dominick Dragonetti, New York, treas- 
urer, and Jule J. Roseman, New York, 
secretary. 


New York Life Expands 


College Grant Program 

New York Life has significantly ex- 
panded its college grant program. 
Originally, the program, begun in 1951, 
was restricted largely to furthering 
life insurance education at the colle- 
giate level. It was also designed to as- 
sist universities and colleges in the 
development of teaching life insurance 
subjects. 

Under the new expanded program, 
New York Life will also make grants 
to each of the 40 states and regional 
groups affiliated with the Independent 
College Funds of America. These ul- 
restricted grants will, in turn, provide 
financial assistance to 655 public, pr= 
vate and parochial colleges and 
versities throughout the country. 
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New members of 
the LIAMA agen- 
cy management 
conference com- 
mittee elected at 
the meeting in 
Chicago are, from 
left, Charles E. 
Sherer, Midland 
Mutual; J. D. An- 
derson, Guarantee 
Mutual; and Ber- 
aard S. Lyon, Pan- 
American Life. 


Former LIAMA 
consultants attend- 
ing the agency 
mgnagement con- 
ference last week 
at Chicago are, 
from left, Stuart 
C. Ferris, Security 
L.&A.; Stanford Y. 
Smith, Liberty Na- 
tional; and Sam G. 
Shackelford, La- 
mar Life. 








































LIFE INSURANCE EDITION 


Apparently en- 
joying the first day 
sessions of the 
LIAMA agency 
management con- 
ference are, from 
left, Clyde J. Sum- 
merhays, Benefi- 
cial Life; S. Rains 
Wallace, LIAMA 
director of re- 
search, and Glen 
Wallace, Great 
American Reserve. 





Canadian mem- 
bers of LIAMA 


' attending the 


agency manage- 
ment conference 
are from left, D. 
C. Moat and How- 
ard Moffat of Na- 
tional Life of Tor- 
onto, and M. K. 
Kenny, Excelsior 
Life, who is the 
new conference 
chairman. 





Playing promi- 
nent roles in the 
agency manage- 
ment conference of 
LIAMA at Chicago 
were, from left, 
E. A. Frerichs, Se- 
urity Mutual of 
Nebraska, presi- 
dent of LIAMA; 
M. F. Browne, Oc- 
cidental of North 
Carolina, outgoing 
conference chair- 
man; and J. Harry 
Wood, LIAMA 
managing director. 





Photo Record Of LIAMA 
Chicago Conference 





At the agency management confer- 
ence are Lewis W. S. Chapman, LIAMA 
director of company relations (left), 
and Max S. Bell, Continental Ameri- 
can Life. 





Attending LIA- 
MA’s agency man- 
agement confer- 
ence at Chicago 
are, from left, Nor- 
man T. Carson, 
Central Standard 
Life, and Homer D. 
Parker and Will- 
iam R. Davis III 
of Commonwealth 
Life. 











“Insuring Insurability” 


“Insurability Insurance” 


“Guaranteed Purchase Option” 


No matter what name you give te this exciting new coverage, 
we at Bankers Life Company are proud to have introduced 
it. We are equally proud of comments in the insurance trade 
press like: “We believe Bankers Life has started one of the 
most important merchandising trends in the life insurance 
business .. .” 

We appreciate also comments in publications outside our 
industry like: “. . . it takes courage to initiate an insurance 
venture of this kind” in an advertising publication, or a 
major metropolitan newspaper commenting in an editorial 
on this new insurance idea: “Bankers Life has long been 
known as a progressive, pattern-setting firm in the insurance 


business.” 





Yes, alertness to changing times and needs has marked 
Bankers Life as “The Company That Fits The Need” as we 
have pioneered other coverages like the “Wife Protection” 
rider ... Group Permanent Life . . . Widow’s Pensions . . . 
and Deductible H&S Plans. Do you wonder that Bankers- 


lifemen are proud of the Company they represent? 


BANKERS COMPANY 
DES MOINES, IOWA 
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Dean, Ecker To Insurance Hall Of Fame 


(CONTINUED FROM PAGE 2) 


VanWert, presided at the hall of fame 
luncheon and introduced Chester O. 
Sullivan, Midland Mutual Life, who 
presented the names of this year’s in- 
ductees. 

John S. Bickley, professor of insur- 
ance at the university and the man 
perhaps most responsibie for the es- 
tablishing of the hall of fame, recited 
dozens of congratulatory telegrams— 
including one from President Eisen- 


hower—lauding Mr. Dean and Mr. 
Ecker. 

The first winner of the Connecticut 
Mutual Achievement Award, to be 
given annually to the outstanding stu- 
dent of insurance in the university, 
was Richard Turner, son of Floyd L. 
Turner, Turner & Shephard Inc., the 
Columbus life general agency. The 
award was presented on behalf of Ohio 
general agents of Connecticut Mutual 





HteNATIONAL UNDERWRITER 


by Victor K. Miller, Columbus. 

The annual insurance conference of 
which the hall of fame ceremonies are 
a part actually consists of two separate 
meetings—a life agency management 
conference, this year a two-day affair, 
and a fire and casualty conference. 

Speakers at the agency management 
conference included Clarence B. Ken- 
ney, Allstate Life; Edward A. Green, 
John Hancock; Robert I. Mehr, Uni- 
versity of Illinois; Robert A. Rennie, 
Nationwide Life, and Paul A. Norton, 
New York Life, who participated in a 
panel discussion of “The Problem of 








LOOKING FOR A MEMORABLE CONVENTION SITE? LOOK TO 
CANADIAN PACIFIC HOTELS FOR THE FINEST FACILITIES! 


Get more done, have more fun at CANADIAN PACIFIC hotels 
..- located all across Canada. For information and reserva- 
tions write: Convention Traffic Department, Canadian 
Pacific Railway Company, Windsor Station, Montreal. 
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THE ROYAL YORK, Toronto, Ontario. The largest hotel in the 
British Commonwealth is larger, more luxurious than ever! 
There’s a new 400-room wing, bringing the total to 1,600! Every 
room has radio and TV! Convention facilities include: the new 
Canadian Room accommodating 2,200. Seating capacity 7,500 in 
public rooms. New lounges, dining rooms. Serving capacity of 
10,000 at any one mealtime! Complete public address systems— 
35 and 16mm projector equipment. 400-car garage with registra- 
tion facilities, and connecting overpass to hotel. The Royal York 
is located in the heart of metropolitan Toronto—just one night 
away from key U.S. cities! Open year-round. 


















features: 600 rooms, meeting and exhibition rooms, private din- 
ing rooms, sound projectors. Superb food, thoughtful service. For 
after-convention hours: snow sports, golf, sight-seeing, shopping 
on quaint, winding streets. In French we call it a succés fou! In 
any language: an unforgettable convention! Open year-round. 


LAKESIDE INN, Yarmouth, Nova Scotia. Snug English-style inn, 
accommodating 120. Cottages, too. Comfortable convention fa- 
cilities. For fun: golf nearby, tennis, swimming, shuffleboard, fish- 
ing. Open July and August. 


DIGBY PINES, Digby, Nova Scotia. Unique fishing town inn. 189 
rooms, 31 cottages. Convention facilities. Golf, fishing, tennis, 
swimming. Superb seafood. Open June to September. 


CORNWALLIS INN, Kevitville, Nova Scotia. Set in the peaceful 
rds of the lush Annapolis Valley. Facilities for 150, ideal 
hing, golf nearby. Open year-round. 
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400 rooms. Adequate convention facilities. All Alpine sports. 








ALGONQUIN, St. Andrews-by-the-Sea, New Brunswick. Wonder- 
ful Old English atmosphere, fine food and service. Accommodates 
350. For after-meeting hours: golf, swimming, tennis, fishing, 
shuffleboard, sailing. Open June to September. 


ROYAL ALEXANDRA, Winnipeg, Manitoba. 445 well-furnished 
rooms. Dining room, coffee shop. Selkirk Lounge. Many conven- 
tion facilities. Open year-round. 


THE SASKATCHEWAN, Regina, Sask. 270 rooms, with radio. 
Comfortable accommodations. Good food and service. Dining 
room, coffee shop. Open year-round. 


THE PALLISER, Calgary, Alberta. 484 rooms. Radio, TV avail- 
able. Dining room, coffee shop. Range Room, Penthouse Lounge. 
Centrally located. Open year-round. 





BANFF SPRINGS, Banff, Alberta. Baronial retreat mile-high in 
the Canadian Rockies. Spectacular view of snow-capped peaks, 
sunny mountain trails. 600 rooms, every convention facility. 
Cocktail lounges. For fun: swimming, shuffleboard, riding, golf, 
dancing. Scenic tours. Planned entertainment. Open from May to 
September. 


CHATEAU LAKE LOUISE, Lake Louise, Alberta. Just 40 miles 
away from Banff. A majestic mountain retreat and world-famous 
resort. Every window reflects the calm and might of ageless peaks. 


Boating, riding, swimming, dancing. concerts nightly. Open June 
to September. 


& 





EMPRESS HOTEL, Victoria, B. C. Located on Vancouver Island, 
evergreen playspot of the Pacific Northwest Coast. 573 rooms. 
Meeting, exhibition, private dining rooms. Coronet Lounge. For 
relaxation: Hunting, golf, riding, fishing, swimming in famous 
Crystal Gardens. Mild climate. Open year-round. 
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the Mass Market.” William W. Wray, 
John Hancock, presided. Davis w. 
Gregg, president American College of 
Life Underwriters, described “Chaos 
Limited” at the luncheon get-together, 

On the second half of the agency 
management session, C. Richard Petti- 
crew, College Life, told “Which Pro. 
blems to Solve?” The problems of 
training a new man for production 
were discussed by a panel composed of 
Lee Buck, New York Life; Nathan 
Paulus, State Mutual Life, and Robert 
M. Best, Business Men’s Assurance. W. 
Arthur Cullman, Ohio State University, 
acted as moderator. 

The morning session of the fire and 
casualty conference featured a panel 
of insurance educators who tackled an 
insurance survey problem. Douglas N, 
Avery, secretary Ohio Assn. of Insur- 
ance Agents, presented the facts of the 
case—a furniture store. Succeeding 
speakers described separate insurance 
aspects of the risk. George Hare, State 
Auto Mutual, who discussed fire and 
allied lines exposures and coverages, 
received his assignment a scant two 
hours before the program got under 
way. A last minute substitute for Cur- 
tis N. Elliot, professor of insurance at 
University of Nebraska, who suffered 
a mild coronary on March 11, Mr. Hare 
was applauded enthusiastically for his 
contribution. 

Acis Jenkinson, III, North America, 
handled marine problems; Lewis V. 
Irvine, Travelers, crime _ insurance 
needs; Davis T. Ratcliffe, Insurance 
Society of New York, liability; and 
Hampton H. Irwin, Wayne State Uni- 
versity, discussed life and A&S. 

Paul R. Gingher, State Automobile 
Mutual, presided at the afternoon ses- 
sion which featured talks by Eugene 
F. Gallagher, Standard Accident, 
“Revolution Unlimited;” Frank Lang, 
Frank Lang & Associates, “Are You 
Fit to Survive?” and Arthur M. O’Con- 
nell, well-known Cincinnati agent “On 
Sellin:3.”” 


Plan To Increase Shares 


Of Western States Life 


Stockholders of Western States Life 
of Fargo at their meeting April 23 will 
vote on a proposal of the directors that 
authorized shares be increased from 
350,000 to two million with the par 
value to remain at $1. If this is ap- 
proved, a stock dividend of 40% will 
be paid. 

The cash dividend this year is 15 
cents payable March 6 to stock of 
record Feb. 16. Western States Life 
ended 1958 with insurance in force of 
$88,557,963, a gain of more than $10 
million. New business increased 29%. 


Maryland Life has declared a stock 


dividend of 25% payable April 15 to 
holders of record March 26. 


Service Guide « 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street. 














N.E., Atlanta 8, Georgia. 
P.O. Box 6192. Telephone 
TRinity 5-6727. 
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CO7:FIDENTIAL NEGOTIATIONS 


FOR SALE OF 


INSURANCE COMPANIES 
RALPH F. COLTON 
30 N. LaSalle St. 


Financial 6-9792 






Chicago 2, Ill. 
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LIFE INSURANCE EDITION 


Gives Formula For Leadership: Challenge 


(CONTINUED FROM PAGE 6) 


agent for the company,” he said. “We 
undertake to have him believe it and 
his wife believe it. We place respon- 
sibility. It is our job to see that he 
has an acceptable answer to each re- 
curring phase of selling. He is encour- 
aged to improvise by intent, and not 
by default. It is his job to find his 
market with the techniques he has 
been taught and to come to grips with 
men about the problems that insur- 
ance will solve. 

“In a word, he must work and we 
drum into him that success is no gam- 
ble for those who travel the same 
route. It’s a repetition. We put him on 
probation if he doesn’t do his part. We 
inquire regularly whether we are do- 
ing our part.” 

Commenting on the agency’s record- 
preaking production, Mr. Murrell said 
he and his brother published eight ob- 
jectives. Posters were spotted around 
the agency. 

The objectives were to lead the 
company, win the “duel” (company 
sales contest), have most MDRT men, 
have most new MDRT men, have all 
MDRT men of 1957 repeat in 1958, 
have the largest increase, have more 
National Associates (top company club) 
and have more in the first 100 agents. 

“The agency reached all of these ob- 
jectives,” said Mr. Murrell. “What con- 
clusions do we draw? What have we 
learned? 

“1, If you want six MDRT men, get 
three. If you want 12, get six. If you 
want 18, get nine. 

“2. Place reponsibility. Ours—an an- 
swer to each recurring phase of sell- 
ing. His—work. 

“3. If you want leaders, select lead- 
ers and train them early because they 
will not follow for long. 


“4. Run the agency for the agents. 
We fired a good cashier because she 
didn’t get along with the agents. Train 
assistants to get up and get out if 
an agent comes to the door. Train 
home office men to do likewise. 

“5. Believe, from the first day, that 
your new man is MDRT timber and 
make him believe it. The Bible says: 
‘Faith, hope and charity, and the great- 
est of these is charity.’ Not in agency 
management, unless we want to go 
broke. Hope? Not unless we want to 
substitute it for success of our men and 
our success and back up that hope with 
our charity. The greatest is faith. We 
can point to a management man—in- 
telligent, loyal industrious, but he 
lacked faith in men and he failed to 
bring men through to success. 

“6. Believe that selling life insur- 
ance is a good job—worthwhile and 
with money rewards for a good life. 
One agent took 11 vacations last year. 
You will have trouble keeping super- 
visors and your agents will feel sorry 
for you, but we can live with that. 

“7, Have an Analagraph (program- 
ming device) agency or some set plan 
of selling so that you can measure like 
units of effort. 

“8. Encourage men to have secre- 
taries. Our men have 14, and pay for 
them. 

“9. Encourage the men to run the 
office—share their successes, pass on 
new associates—questionnaires as to 
what they want at agency meetings— 
congratulate another’s success. 

“10. And last, but by no means least, 
I say get yourself a brother like Wey 
Murrell.” 


Citizens Life of New York has been 
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Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
Dp 2, 





2801 North Meridian St. 
Indianapolis 8, Ind. 


5002 Dodge St. 
Omaha 32, Neb. 








BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


E. P. HIGGINS & CO. 
‘Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna 











COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 


William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 











CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 


Suite Sobeasie & G 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 








Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadeiphia 3, Pa. Rittenhouse 6-7014 








HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 





10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 











Agent's Responsibility Is 
‘Most Exacting’ GAs Told 


The agent has a “most exacting re- 
sponsibility” in helping his client to 
meet the multiplicity of needs in in- 
dividual insurance situations, William 
F. Ward, vice-president-underwriting, 
told Mutual Benefit Life’s general 
agents association at its annual meet- 
ing at the Boca Raton (Fla.) Club. 

“The design of the most effective 
life insurance solutions to meet indi- 
vidual needs involves professional at- 
tention to the situations to be met, 
the financial means available and the 
technical planning to secure advan- 
tageous tax consequences,” Mr. Ward 
said. “This places the most exacting 
responsibility on our agents, not only 
to design a sometimes intricate pro- 
gram to solve their client’s problem 
but also to make absolutely sure that 
the function of the recommended life 
insurance is completely understood. 
This is most difficult in personal cases 
involving individuals who have no 
personal accountants and lawyers to 
join in the creation of their program. 
But it is basic that every policyholder 
should understand exactly what he 
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Prestige Makes Selling 


Easier, Tex. Agents Hear 


The agent who has acquired prestige 
will find selling comes easier, Robert 
J. Tiffany, Equitable Society, Abilene, 
told members of San Antonio Life 
Underwriters Assn. 

This prestige is a by-product of 
services rendered to clients and to the 
community, Mr. Tiffany said. When the 
new man is asked to participate in 
civic work, he has the opportunity to 
build prestige through conscientious 
and intelligent work. He said his ob- 
jective was to make himself so well 
known that his client will consult him 
when another agent approaches with 
a good idea. 





has when he takes a life insurance 
policy.” 

Mr. Ward mentioned various criti- 
cisms of “abusive selling of life insur- 
ance.” Such criticism, he said, is an 
indication of what is expected from 
the life insurance industry and _ its 
representatives. The agent is expect- 
ed to demonstrate “absolute dedication” 
to the highest principles of service to 
the public, Mr. Ward declared. 
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One Good Way To Keep 
Good Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline”’ cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, ‘‘Reinsurance 
Exclusively’’. Why not write for your free 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
LIFE e ACCIDENT & SICKNESS e 








GROUP 














Over 
*750 million 

of 

new paid 

business 


... during the year 1958. 
No Group, Industrial 


or Health and Accident. 


An agent cannof long travel at a faster gait than the company he represents! 







Lhe Friendly 
COMPANY 
FRANKLIN LIFE tax” 
CHAS, E, BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Three Billion Dollars of Insurance in Force 
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